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TODAY'S INSURANCE MARKET—TOMORROW’S CHALLENGE 


More than half of all the Americans who ever lived are alive today! With census 
projections approaching the 175,000,000 mark, the United States will have a 


population greater than all of the past generations combined. 





The insurance market cannot “stand still,” with this increase in population . . 


nor can our merchandising approach be rooted to the past. 


The Crum & Forster Group of Insurance Companies has kept pace with the steady de- 
velopment in multiple-line writing, diversity of coverages and the multiplicity of services 
offered to our agents. We will meet tomorrow’s challenge... directing our efforts toward 


extending every possible competitive advantage to agents representing our companies. 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
~ THE NORTH RIVER INSURANCE CO 
CRUM & FORSTER GROUP Oraanzed 182 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 


of Insurance Companies THE WESTERN ASSURANCE CO. 


U.S. Branch . . . Incorporated 1851 


SOUND, DEPENDABLE INSURANCE THE BRITISH AMERICA ASSURANCE CO. 


U.S. Branch . . . Incorporated 1833 


110 WILLIAM STREET 
NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO © SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT., PITTSBURGH » VIRGINIA-CAROLINAS DEPT., DURHAM. N.C 





BEHIND 
THE NYLIC 
AGENT... 


A continuous 
training program 
to keep advancing 
his career! 





The day a person decides to join New York Life, his training begins. Through 
regular classes, homework and individual conferences, he covers all the specially 
written Nylic texts which constitute the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques. . . 
then goes on to single-need selling, merchandising insurance, selling through 
service, multiple-need and total-need selling, expanding markets, and marketing 
mass coverages. Part Two covers program selling through planned security. 
Part Three covers business insurance topics such as: reaching the businessman; 
solving sole proprietor, partnership, corporation and key man problems; 


estate conservation; selling the estate owner; and tax procedures and guides. 


Career conferences, advanced underwriting seminars, work shops and club meetings continue this 
training to keep increasing the agent’s know-how—and advancing his career. Also, the Nylic 
Agent who desires to enroll in C.L.U. study courses receives the full assistance of the Company. 
This continuous training, combined with his enthusiasm and ability, helps explain why the 

Nylic Agent is so successful—and why New York Life policies are so widely accepted 


New York Life 


Thorough career sal > 
: THE NEW YORK LIFE AGENT Insurance ly it Company 


training is 
N Y r . 1 r 
' OVE COMMUNITY RE 51 Madison Avenue, New York 10, N.Y. 
another reason why... 1S A GOOD MAN TO KNOW 
A MUTUAL COMPANY FOUNDED IN 1845 
Life Insurance « Group Insurance + Annuities 
Accident & Sickness Insurance + Pension Plans 
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As ‘‘Care’”’ is the symbol of your support to 
those of other lands—so the familiar Camden 
coat-of-arms is the symbol of our support 


to your business well-being. 


If you have not yet discovered the inestimable value 
of experienced, on-the-spot assistance by Camden 
Fieldmen—don’'t let another day pass. Let your 
Camden Fieldman help you turn prospects into 


purchasers—and “‘insure to value”’ for established accounts! 


Remember—The Camden is an old line company with a 





brand new line on aggressive selling! 


Fill out the coupon right this minute! 


ee fm She Camden 


Insurance 
“seaves/ vow /riast~ FIRE INSURANCE ASSOCIATION 


CAMDEN 1, NEW JERSEY 





THE CAMDEN 
FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 


| am interested in the superior advantages that Camden ‘‘Planned 
Protection Portfolios’ offer. Please send me details and sample 
literature. 


Name 





Agency 





Address. 





City. Zone State 
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NOW A CONTINUOUS 
FOR YOUR 


credit for all HOME lines— 
personal and commercial— 
fire, marine and casualty 


The powerful selling force that has sky-rocketed the sales of every 
conceivable type of merchandise and service now enables you to write 
more and bigger policies...to cut your agency costs...to offer to your 
insureds worthwhile convenience they want! 


Complete insurance programs when written by The Home and its 
affiliates, may be combined into a single, continuous-payment plan. 
The Thico Plan provides for equal payments by month, by quarter, 
or year. And Thico budget rates—14% or less monthly —are lower 
than those generally charged elsewhere. 


THICO: Your answer to competition—Sales experience in business after 
business proves conclusively that most people—by far—buy more and 
buy better when they can pay on convenient terms. Now, with budgeting 
available through Thico, your Home Insurance “Quality” selling-story 
carries more weight than ever. 


THICO: Your answer to price-resistance — High initial-premium outlay has 
compelled many individuals and businesses to put limits on the insur- 
ance that they buy. Now, through Thico Plan, they can budget in- 
surance costs on a monthly basis. They can pay out of current income. 
They can afford more kinds of coverage, in the amounts they really need. 
Thico breaks through “‘initial cost’’ resistance, up-grades your unit sales. 


THICO: Your answer to rising costs of agency operation— You have less 
paperwork to do when you sell on the Thico Plan. No collection worries. 
More time to develop new business. Look over the many features out- 
lined here—and see how Thico Plan saves time, work, money for you 
and your insureds. USE Thico Plan. For additional details, please 
call your fieldman. 
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PAYMENT PLAN 
CUSTOMERS! 
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‘ rotects Renewals — The credits developed under Thico’s continuous level-payment plans will 
assist you in the retention of renewals and in the reduction of flat cancellations. These credits 
are applied against the first payment on renewal, thereby providing continuous protection. 


educes Insureds’ Balances —You no longer need to advance premiums for your 
insureds, a down payment will place them under the plan. 


O.... Variety of Plans —You are able to offer your insureds the type payment plan 
best suited to their financial needs—monthly, quarterly, or annually. Custom-made plans 
will be developed to meet special requirements. 


F, Commissions Available — You receive entire commissions on ‘““Home’”’ policies upon 
acceptance of agreement. 


D accense Sales — Low-cost budget plans providing small and convenient payments will 
enable your insureds to purchase more insurance protection. 


Dice Takes Over Collections—You are relieved of collection and bookkeeping detail 
after you collect the down payment under the initial agreement. Thico collects all subsequent 
payments, including first payments on renewals, new policies and additional premiums. 


S ivory of Operation—A simple Premium Payment Agreement is all you are 
required to prepare initially. Complex forms are eliminated and clerical detail minimized. 
Easy-to-read rate tables provide all payment information. The premium amount is all you 
need. The tables do the rest. 


The HOME Sm Gover fe 
Property Protection since 1853 


The Home Indemnity Company, an affiliate. writes Casualty Insurance, Fidelity and Surety Bonds Vv 
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These Names Make News: Mann, 
Donohue, Ketchum, Stannus 


Guy E. Mann has been named se- 
nior vice president of Aetna 
Casualty and Surety, and Stand- 
ard Fire. He will be in charge 
of all insurance activities. 

Vincent E. Donohue is executive 
vice president of Reciprocal 
Managers, attorney-in-fact and 
manager for American Recipro- 
cal Insurers. He has been with 
the organization 22 years, and 
a vice president since 1946. 

Jay C. Ketchum, executive vice 
president of Michigan Medical 
Service (Blue Cross), will leave 
March 1 to become executive 
vice president of Health Ser- 


vice, Inc., and Medical Indem- 
nity of America in Chicago. 


W. N. Stannus (I. above) and Barry Oakes 
have been made senior vice presidents of 
Republic National Life, Dallas. 


George H. Brown, attorney, is as- 
sistant general counsel for the 
National Board of Fire Under- 


writers. Formerly with Mendes 
& Mount, he resigned from the 
law firm of Lundgren, Lincoln 
& McDaniel to take his new 
post. 

Philip H. Cooney, financial vice 
president, has been elected a 
director of Insurance Company 
of North America and Indem- 
nity of North America. Clayton 
B. Wentworth, previously as- 
sistant vice president, is vice 
president of the two companies. 

Dihl H. Lucus is vice president 
and director of agencies for 
State Life, Indianapolis, Ind. 

Continued on page 8 


w-BYILD YOUR OWN AGENCY 


with a career contract that offers you: 


Completely Vested Renewals 
for the premium paying period of the policy. 


Substantial override for general agents. 


Accident and Sickness Plans 


— “Your Partner for Life’. 


With Central Standard Life’s career contract, you can 





plan for your retirement * create an estate for your family 


+k enjoy liberal underwriting + join an agency-minded organization 








See for yourself 
Write or wire today for 
your “new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 
































CENTRAL STANDARD LIFE 


Founded (RAF — 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 
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“and then, you say, the company refused to renew.” 


Many an agent’s heart does a double ducing health. Make an appointment 
flip whenever a big compensation cover- with Bituminous and see. 
age comes up for renewal. Bituminous 
agents, on the other hand, take these 
occasions in stride. Because once he has Mey: iiais ; 

; ‘ : Bituminous maintains strategically lo- 
the business, the Bituminous agent has ; rd 

, : cated branches or general supervisory 

a far-above-average record for keeping 4 agents at Atlanta, Belleville, Birming- 
Bituminous’ tailored underwriting, ham, Charlotte, Chicago, Coral Gables, 
Bituminous’ best-in-the-business safety Dallas, Detroit, Indianapolis, Kansas 
engineering, Bituminous’ fast-and-fair City, Louisville, Milwaukee, Minne- 
alin. ‘onion d Bit ; 4 the apolis, Nashville, New Orleans, 
ca vagal ms = “aes on-the- Omaha, Philadelphia, Pittsburgh, 
ball audit service are just what the Richmond, Rock Island and St. Louis. 
doctor ordered for your premium pro- 





TO SERVE THE AGENT — 











Bituminous 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY ° ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation 
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| These Names Make News 


Continued from page 6 


William J. Sullivan, actuary, 
is vice president. 

Kenneth J. Bidwell, formerly chief 
executive officer in U. S. for 
London Assurance Group, has 
joined Delaney Offices, reinsur- 
ance, as a vice president. 

Frederick H. Ecker, honorary 
chairman of Metropolitan Life, 
has been enrolled in the Na- 
tional Lafayette Honor List by 
the Lafayette Baton Committee. 
Group was developed to honor 
Americans for creative achieve- 
ment partaking of qualities at- 
tributed to the Marquis de La- 
fayette. 

Ernest H. Woods, 
president of Skyland 
Life, Charlotte, N. 
C., succeeds Lee 
Roy Ussery as presi- 
dent of Guaranty 
Savings Life, Mont- 
gomery, Ala. Merger 
plans are being con- 
sidered. 


Donald H. Wilson, Jr., CLU, is 
vice president of Monumental 
Life, Baltimore. He has been 
assistant vice president of the 
company since 1950. 
. D. Anderson is executive vice 
president, a new post at Guar- 
antee Mutual Life, Omaha. He 
has been agency vice president. 
Barnard Flaxman, vice president, 
has been elected a director of 
Hartford Fire, and Hartford 
Accident and Indemnity. 
vee however old and time-tried it may be, however strong financially, prompt J. William Mindnich has been 
in claim payment, and efficient in field and home office operation. an insurance named by the Loyalty com- 
company finds its true strength in its local agents. PLM is fortunate in the panies of America ES 
high caliber of its agency representation. Our agents are loyalty itself. Perhaps ceed Frank W. Franzen, vice 
that’s because PLM, in turn, is known for its staunch support of the American president, who retired Decem- 
agency system. We think you, too, would be profitably happy with us. Why ber 31. R. Howard Ball, for- 
not drop us a line. merly assistant secretary, has 
been appointed a secretary of 
the companies. 


Writing FIRE and ALLIED LINES Robert W. MacGrath, vice presi- 

“in the Birthplace of American Mutual Insurance” dent, is now also treasurer and 
executive secretary for America 

Fore Loyalty Group. William E. 


Carberry is vice president. EIl- 

PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY mer C. Mueller is secretary. 
PLM Building « Philadelphia 7, Pa. Dr. Dan McGill of the University 
Branch Offices in New York, Los Angeles, Charlotte, N.C. Continued on page 10 
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Your homeowners protection 


is NOT complete 


without Mortgage Cancellation Insurance 


ge ONE out of 200 homes 


ever burns. But 34 out of 200 
homeowners die during the term 
of a 20-year mortgage. Putting it 
another way, one out of six home- 
owners age 35 will not live to 
complete payments on a 20-year 
mortgage. 


If you want to provide complete 
protection for your home-owning 
clients, here’s a suggestion: 


1. Find out which of your home- 
owning clients are not protected 
by a special life insurance policy 
that will automatically pay the 
mortgage balance if they die. 
Most owner-occupied homes are 
mortgaged. 


2. Tell them about Connecticut 
Mutual Life’s new low-premium 
Mortgage Cancellation Plan. This 
plan gives extremely attractive 
benefits at low cost. 


Almost every father-homeowner 
wants his wife and children to 
continue in their home, having 
the same congenial friends and 
going to the same school and 
church. Point out that Mortgage 
Cancellation Insurance gives her 
a home if she wants to keep it, 
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an asset if she wants to sell it, or 
an income if she wants to rent it. 


FREE SALES KIT AND 
RATE CARD 


Most important in this kit is a 
booklet that tells about the mar- 
ket, gives a sales plan, provides 
suggested pre-call letters, tells 
what to say in selling, how to 
answer objections and how to 
close the sale. There’s a colorful 


folder, “‘A Plan to ‘Burn’ Your 
Mortgage,” a proposal form and 
a card giving the rates. 

For years Connecticut Mutual 
Life has worked closely with lead- 
ing fire-casualty offices country- 
wide. Its fieldmen understand the 
problems involved. 

Mortgage Cancellation Insur- 
ance can add substantially to 
your income and do a much- 
needed job for your clients. Send 
for your free sample sales kit 
today — no cost or obligation. 


Connecticut /V\utual [Life 


INSURANCE COMPANY * HARTFORD 


PF SSS SS SSS SS SSS SSS SSS SSS SSS SSSS SSS SSS SSeS eee eee eee eee 


Hartford, Connecticut 


Name______ 
Firm _ 
Street __ 


City 


or Town _ 


SP-2-9 


The Connecticut Mutual Life Insurance Company 


Please send me, free and without obligation, your SALES KIT on this 
subject and your “RATES at a GLANCE” card. 


State 





These Names Make News 


Continued from page 8 


of Pennsylvania has been elected 
president of the American As- 
sociation of University Teachers 
of Insurance. Dr. J. E. Hedges 
Indiana University, is first vice 
president, and Dr. Davis W. 
Gregg is second vice president. 


Joseph F. Boyland 
is resident vice pres- 
ident at the new 
office opened by 
Peerless, Keene, 
N. H., in Grand 
Rapids, Mich. 


Walter H. Mosher, vice president 
of the Boston Group, is presi- 
dent of the Insurance Account- 
ants Association. James W. 
Connors of the Travelers is first 
vice president. 

Andrew C. Webster, a vice presi- 
dent of Mutual of New York, is 


chairman of the executive com- 
mittee for the Medical Informa- 
tion Bureau. Dr. J. Grant Irv- 
ing, medical director of Aetna 
Life, is vice chairman. 

Owen E. Barker, president of Ap- 
pleton & Cox, has been elected 
a director of U. S. Fire. George 
C. Textor, president of Marine 
Midland Trust, and Walter E. 
Warner, Jr., an attorney, were 
also named directors of the 
company. 

Garvice D. Kincaid, attorney, is 2 
director and executive commit- 
tee chairman of Cardinal Life, 
Louisville, Ky. He owns about 
a third of the company’s stock. 


Barry T. Leithead,; president of 
Cluett, Peabody & Company, 
New York, and Carlyle F. 
Barnes, president of the Asso- 
ciated Spring Corporation, Bris- 
tol, have been named directors 
of The Travelers. 


Charles R. Cousins, treasurer and 
a director of Equity Savings and 
Loan Association, Denver, is a 
board member of United Na- 





NEWS 
NOTE Re 


A WELL-BALANCED COMPANY 


NEW IN 1959 


... Executive Special — 30 Payment Life 





I! 


American Equitable Assurance Company 


tions Life, a newly formed Ja- 
panese- American firm, char- 
tered in 1958 as a Colorado cor- 
poration. 


E. F. Kane, vice 
president and secre- 
tary, is a director 
of American Credit 
Indemnity. 


Charles H. Edwards is vice presi- 
dent and underwriting secre- 
tary for Guardian Life of Amer- 
ica. Price H. Topping is vice 
president and associate general 
counsel. 

Jack V. Eastin is resident vice 
president in Kansas City, Mo., 
for Resolute Insurance, Hart- 
ford. 

Mrs. Elmo Walker has been elected 
vice president of Union Life, 
Little Rock, Ark. R. Walker 
Barksdale is assistant vice pres- 
ident, and Mrs. Winnie DeMeni, 
assistant secretary. 

Continued on page 70 





of New York 


Organized 1918 


$20,000 minimum. Especially designed for Per- 


Globe & Republic Insurance Company 


sonal Estate and Business Insurance Plans. Term 
Riders may be added. Disability Benefits, both 


Waiver and Income. 


of America 
Established 1862 


Merchants and Manufacturers Insurance 


Company of New York 
Organized 1849 


..- Lower Rates for Women 


3-year set-back in age on four major Fidelity 
minimum amount policies. 


New York Fire Insurance Company 
Incorporated 1832 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


Corroon & Reynolds Group 


92 WILLIAM ST., NEW YORK 38, N. Y. 
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pounds melt away—yours won't 


Should someone recommend a “wonder” 
or “miracle” diet to you . . . one that’s 
guaranteed to make your excess pounds 
vanish in a week or so. . . beware of the 
advice. Pounds never “melt away”’...except 
those of the snowman! 


How should you tackle the problem of 


reducing? First, face the fact that over- 
weight—in more than 95 percent of the 
cases—is caused by eating and drinking 
too much. To curb your appetite and 
change your eating habits permanently, a 
lot of will power is required. 

NEXT, you should get your doctor’s 
advice. He will put you on a diet to remove 
weight at a safe rate—two to three pounds 
weekly. He will also see that your diet in- 
cludes all the essential nutrients you need— 
especially proteins, vitamins and minerals 
—for body upkeep, repair, and health. 


Though calorie-laden foods (rich des- 
serts, gravies, dressings, fried foods) will 
be restricted, you will be pleasantly sur- 
prised at the varied, appetizing meals you 
can have while reducing. 

Your doctor may also recommend sen- 
sible, regular exercise—such as walking. 
Exercise alone won't solve your weight 
problem. But it will help keep your body 
“in tone” and use up some calories that 
would be deposited as fat. 

Reducing and keeping your weight down 
will be worth all the effort required. That 
is because excess pounds burden the entire 
body, especially the heart. 

FOR EXAMPLE, it’s estimated that 
every 20 pounds of excess weight requires 
the body to develop about 12 extra miles 
of blood vessels. Consequently, the work 
of the heart is greatly increased as it must 


exert more force to pump blood through 
these additional vessels. 

Overweight also tends to shorten life. At 
age 20 and beyond, those who are consid- 
erably overweight have a mortality rate at 
least 50 percent higher than those of aver- 
age weight. 

Moreover, diseases which affect the heart 
and blood vessels—including coronary 
artery disease and high blood pressure— 
develop earlier in overweight people than 
in people of average weight. So do diabetes 
and arthritis, as well as gall bladder and 
liver troubles. 

So, if you bring your weight down and 
keep it down permanently, you may gain 
some mighty important benefits. Among 
other things, you can expect to have more 
vigor, better health—and perhaps added 
years of life in which to enjoy them. 





ees ee es ee eee ee ee Oe This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, New York 10, N. Y. 
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“Unforeseen events...need not change and shape the course of man’s affairs’’ 


Perfect fit...once! 


But he kept on growing. Just as the cost of everything has grown. Replacement casts of all 
your possessions are up because of inflation. For dwellings alone, values have gone up about 
70% in the last nine years. It’s important for you to make sure your insurance protection 
has kept pace with rising costs. So find out the actual value of your home, furnishings and 
personal possessions at today’s prices. Then your local independent insurance agent or 
broker who represents the Maryland in your community can bring your protection up to date. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value 
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this 
estimator 
helps detect 


COVERAGE 
ANEMIA 


*Building protection insurance deficiency 


The American Insurance Group’s new 
“COVERAGE-TO-VALUE” Promotion Kit helps cure it! 


Has your client healthy insurance protection — up-to-date 
and in sufficient amounts? Or has he an alarming case of 
Coverage Anemia? The American Insurance Group’s new 
Current Cost Estimator can help you—and your client — 
decide. 


This useful Estimator is just one of the dramatic selling 
tools contained in The American Insurance Group’s new 
*“Coverage-to-Value” Promotion Kit. It’s designed to 
help you alert clients to possible inadequacies in their 
present building-and-contents protection ...and convince 
them it is necessary to do something about it, now! 


The other sales aids in this unique kit add further per- 
suasive facts and figures to your case for proper insur- 
ance-to-value. The American Insurance Group offers this 
kit to its Producers as a practical, profitable sales tool 
...to help them perform an important service for their 
clients and, incidentally, to increase premium income 
from current customers. 


To find out what this kit can do for you, contact your 
nearest American Insurance Group Branch Office. 


, Tpownanece Group 


NEWARK, NEW JERSEY 


THE AMERICAN INSURANCE COMPANY + AMERICAN AUTOMOBILE INSURANCE COMPANY + ASSOCIATED INDEMNITY CORPORATION 
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YOU CAN NOW, WITH THE State Mutua 


Parent & 

Child OMG 
This policy is the answer to heretofore neglected fam- 
ilies in the family market where only one parent and 
his or her dependent children are to be insured. It 
covers a wide variety of family situations — where one 


parent cannot be insured, chooses not to be, is deceased 
or where a divorce situation exists. 


Some Sales Highlights of this Policy 


@ For parents, issue ages 18-50, and dependent children, ages 15 
days to 18th birthday, protection is available in 1, 1%, 2, 2% 
and 3 units. Each unit provides $5,000 Whole Life insurance on 
parent; $1,000* Term on each insured child, which terminates 
on policy anniversary nearest age 25 or policy anniversary nearest 
insured parent’s 65th birthday, if sooner. 

*$250 from age 15 days to 6 months 


Premium independent of the number of insured children. Reduces 
at insured’s age 65. 

At death of parent, existing Term coverage on children becomes 
paid up. 

Conversion privilege for insured children up to 5 times amount 
of expiring Term insurance, without evidence of insurability. 


Accidental Death Benefit and Waiver of Premium Disability 
Benefit, as provided in the policy, automatically included on life 
of insured parent. 


Family Income, Supplemental Level Term and Guaranteed Insur- 
ability Riders available on life of insured parent. 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


MAIL COUPON NOW =» 


neieeimemees —_—— we Please send me full information about your new 
” , Parent and Children Policy. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA Name 


Home Office: Worcester, Massachusetts 
Company 


Street 


City State 
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GALLAGHER COTTON MILLS 
CONTINENTAL OPTICAL COMPANY ‘ 
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Glace Engineering Corporation 


H/FLORIDA FISHING TACKLE , Mfg.Co. Inc. Ssponcgel” 
' i Eanalle se a a 


ON CORPORATION 


DIVISION OF JACQUES-KREISLER CO 





THE HOUST 


where work and play are combined — 
PE OF! TABLY! We invite you to join these 


major business firms who have located in this progressive 
area. Ample labor supply, excellent schools, perfect climatic 
conditions make this community ideal. Any insurance com- 
pany owning and occupying a Florida branch office and serving 
three or more states, may effect savings up to 80% of normal 
state taxes on premium income. Your employees would have 
the opportunity to live, work and play where most people 
dream of retiring. 


ST. PETERSBURG CHAMBER OF COMMERCE 


Jack Bryan, Industrial Director Dept. S St. Petersburg, Florida 
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I thought we had this job for DECEMBER °59 Charlie! 


BILLION 


OF LIFE INSURANCE IN FORCE 


ay, Eve s right, but the GO COMPANY, 
REPUBLIC NATIONAL LIFE 
wi A") of Dallas, got there away ahead of time” 

; AWN 


1928 1938 1948 JUNE 1956 
LIFE INSURANCE IN FORCE $1,005,000.00  $30,101,508.00  $136,402,364.00 $1,000,000,000.00 


so» woe tin? 2/000,000,0009” 





IN FORCE 








“The only way to 
GROW is GO. 


...and now 


we're going for 





in record time.’ 


a 2, 
THEO. P. BE SU 
President 








Go /eam 


LIFE e ACCIDENT e SICKNESS e MEDICAL AND SURGICAL REIMBURSEMENT e HOSPITALIZATION 
GROUP e FRANCHISE e BROKERAGE e COMPLETE REINSURANCE FACILITIES 








EQUALLY ESSENTIA 


for RELIABLE PROTECTION 
against FIRE, BURGLARY and OTHER HAZARDS 


AUTOMATIC ALARM 
SYSTEMS 
scientifically engineered, 
skillfully manufactured 
and 
expertly 
installed 


Rae 


Regular 
inspections, 
tests and 
complete maintenance 
by specially 
trained 
technicians 


...and you get ALL with ADT 


When you install a protective system, it must be kept in perfect 
operating condition at all times. Even though your fire or burglar 


alarm equipment is well designed, carefully manufactured and 
properly installed, it can be no better than the attention and care 
it receives. 

Every ADT Protection System receives regular, specialized 
attention to assure that it is constantly in readiness to operate in 
emergency. The value of such maintenance measures is evident in 
the enviable record of service supplied year after year to over 


65,000 commercial and industrial establishments and other prop- . 


erties in approximately 2,000 municipalities from coast to coast, 
and to highly important security systems used by more than 30 
Government agencies in upward of 300 locations. 

Only ADT has the extensive facilities, trained personnel and 
years of experience to give your property, profits and employees’ 
jobs the security they deserve. 


The following ADT Automatic Protection 
Services can be combined to give you bet- 
ter protection at lower cost. 

SPRINKLER SUPERVISORY AND WATER- 
FLOW ALARM SERVICE — for sprinklered 
properties. 

AUTOMATIC FIRE DETECTION AND 
ALARM SERVICE—for unsprinklered 
properties. 


PREMISES BURGLAR ALARM — for doors, 
windows, walls, ceilings and other points 
of entry. 


TELAPPROACH ~— for safes. 
PHONETALARM ~— for vaults. 


HEATING AND INDUSTRIAL PROCESS 
SUPERVISION. 


AN ADT SPECIALIST WILL EXPLAIN HOW THESE SERVICES CAN BE APPLIED TO 
PROTECT YOUR PROPERTY MORE EFFECTIVELY. CALL OUR LOCAL SALES OFFICE 


OR WRITE TO OUR EXECUTIVE OFFICE. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 
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L 4 Lu. yours, M this picture 


The men already in the picture elected to take a 
practical path to better progress and increased 
earnings. They chose to attend the A=tna Agents’ 
Multiple Line Training School. 


What's in it for them? — and more importantly, for 
you! 

New skill in sales techniques, for one thing. Begin- 
ners and experienced men alike find in this highly 
regarded school many short cuts to better, more 
effective selling. And short cuts are important to 
men who are dissatisfied with their present earn- 
ings. 

But the chief goal of the A£tna Agents’ school is 
knowledge, the kind of knowledge that can make a 
success story out of what might otherwise be a rou- 
tine career story. Insurance problems have become 
increasingly complex. So much so that a formalized 
program of multiple-line instruction is no longer a 
luxury — it is virtually a necessity. 


>» 


YOUR 


Insurance 


I ant 


‘Ine seven-week course is divided into two segments 
of 214 weeks for personal lines and 414 weeks for 
commercial lines, which can be taken separately. 
Both segments are conducted by full-time instruc- 
tors, experienced in insurance and in the teaching 
profession. Latest type visual aids are employed 
and practical application is the theme of the entire 
course of study. All types of insurance — fire, ma- 
rine, casualty and surety — are analyzed as they 
apply to given risks. Modern broad form policies 
such as Homeowners, Comprehensive Liability and 
new criminal loss coverages are emphasized. 


There is no charge for tuition and all classroom 
materials are provided free. Agents of the Attna 
Insurance Company and men associated with them 
are eligible for admission. Your A®tna fieldman will 
furnish detailed information, or you may write to 
the Educational Dept., A°tna Insurance Company, 
55 Elm Street, Hartford 15, Connecticut. 


ZETNA AGENTS SCHOOL STARTS 
APRIL 21st 


ALTNA INSURANCE COMPANY 


HARTFORD 186, CONNECTICUT 
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Bankers National Life’s offering to General 
Insurance Firms now paying for 
$10,000 annually in LIFE premiums 


FIRST STAGE ...A General Agency Contract to compensate 
you fully for providing your own housing, 
secretarial and sales services 

. Maximum Commission and Expense 
Allowance plus Persistency Bonus, Profit 
Sharing Renewals, Lifetime Service Fees 

. Life, Group, and A&H General Agency 
Contracts 

. Group Hospitalization, Surgical, Major 
Medical, Pension and Life Benefits 

for you and your families 


SECOND STAGE ... One of the industry’s most 
COMPETITIVE and COMPLETE 
MARKET BASKETS 


.» LIFE... Both Par and Non-par . . . Quantity Discount 
Guaranteed Insurability Option Rider . . . Optional Return of 


STAGE / ie / Premium Rider 
Coupon Policies ... Family Policy, with Paid-Up 

Option for wife 

ROCKET Maximum Loan Plans, Level Death Benefit . . . Special 
Rates for Women 


Commercial, 10 year nonconfining sickness, lifetime accident 
Association . . . Franchise . . . Hospitalization . . . Surgical 


TO SUCCESS IN aida -»-A&H. z Non-can, only one exclusion 


.» GROUP... Creditor ... Baby Group . . . Major Medical 
. Association Life 


Get YOUR LIFE into orbit with Bankers National Life 
Available only in: Me NH Vt NJ Penn Del DC Md Va NC Filia Ky W Va 
Ohio Ind tll Mich Minn 


If you’d like more information, write Bill Good, VP. 


INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 


Send me your Booklet on the UMBRELLA PLAN 
for building a 
MULTI-MILLION DOLLAR LIFE DEPARTMENT 





NAME. 
STREET___ 
CITY. 
1958 PREMS: LIFE 
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Straight from experience ... our new forward-looking 


SIGNATURE SERIES 


NEW! Modern, attractive, easy-to-read and easy-to-understand 
policy forms. 


NEW! Insurance of Insurability option—guarantees the availability 
of additional insurance protection in the future. 


NEW! Return of Premiums benefit—if insured dies within a cer- 
tain number of years, refund of all premiums is paid in addition to 
the sum insured. 


NEW! Women’s Income Builder policy —with brand new flexible 
provisions for meeting changing needs. 


NEW! Accidental death benefit expanded to include triple indem- 
nity for accidental death on public transportation. 


— and providing certain premium economies for 
policy amounts of $5,000, $10,0C0 and $25,000. 


Ask about the Signature Series*—its new and liberal features can improve your clients’ insurance programs! 


hos hn She encock 


MUTUALJ LIFE > COMPANY 


BOSTON, MASSACHUSETTS 


* Not yet available in certain states. 
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THE TRAVELERS 
PAY-BY-THE-MONTH 


BUSINESS INSURANCE PLAN 


The most modern exciting ideas in insurance 
marketing today are wrapped up in The 
Travelers Business Insurance Plan .. . a blue- 
ribbon package that will convert interviews into 
sales and big commissions for you. 

Businessmen will welcome your call when 
you mention the sound advantages of this plan. 
Conservation of capital, for instance. Now a 
businessman can pay for all his insurance — 
property, liability, income — with just one 
check a month. No more large lump-sum premi- 
ums that often slice deeply into capital — when 


BUSINES 
oat S¢ 


46H THE TRANE 


capital is needed most. Monthly payments 
provide businessmen with the opportunity to 
buy the complete protection they need. Under 
the plan, they consolidate all coverage under 
one agent and one company, eliminating gaps, 
frill coverages, or costly duplications in 
protection. 

For complete information on The Travelers 
pay-by-the-month plan for business, write or 
call our Manager in the Branch Office nearest 
you. Ask for the Business Insurance Kit. It 
gives full details. 


~: THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 


Life » Accident « Group « Fire « Marine +« Automobile + Casualty + Bonds 
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Should your agency 


run this ad? 


Every insurance agency reaches a point when new blood is needed. 
A capable, new man can be an invaluable asset. The Aitna Casualty 
and Surety Sales Course will equip him with the selling knowledge 
he needs. A reliable associate can increase your business, pay you a 
satisfactory return, and enable you to plan for eventual retirement. 


Think about it. Could the AXtna Casualty Sales Course play an 
important part in your future? 


Agency 
ZETNA CASUALTY and SURETY COMPANY ; Building 


is our 


Affiliated with Atna Life Insurance Company * Standard Fire Insurance Company ¢ Hartford 15, Conn. ; 
Business 


ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 
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JOHN W, TALBOT, C.L.U., a 1943 graduate of Williams College and a Navy veteran, joined Berkshire Life in 1946 as an Agent 
in Pittsfield, Massachusetts. After ten highly successful years of personal production, he was named General Agent in the same city. 


...-for most families in America today. Sooner or later, 
every responsible family head must face up squarely to 
his life insurance responsibilities.” 


“That’s a safe assumption, Mr. Talbot. But how much of 
this inevitable business do you think your agents will get?” 


“They’ll get their full share. As a result of their continuous 
exposure to Berkshire’s modern training program, with 
such special aids as our exclusive ‘Cinematic Learning,’ 
every Agent...novice or seasoned man...can realize a 
constant increase in his own efficiency. Add the fact of 
Berkshire’s sound management and its reputation for serv- 
ice to policyowners, and you will agree our Berkshire Agent 
has a better chance to close any business he goes after.” 
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TM PROGtam 


“Mr. Talbot, you certainly radiate a good deal of enthusiasm 
for Berkshire’s organization and training program!” 


“(Why shouldn’t I? Berkshire has helped me write my suc- 
cess story. I don’t have to look any further than my own 
career, to express the fullest confidence that today Berkshire 
presents the greatest potential for 
personal growth in the industry.” 


ERKS HIRE 


LIFE INSURANCE; CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 5 
PITTSFIELD, MASS. * A MUTUAL COMPANY + 1851! 





spectator’s DAILY reports 


selected news items fo 











by Ray Stroupe 


Capitol Headlines 


Proposed Sociai Security Act changes are mounting rapidly as 
Congress buckles down to work. Some bills, such as S. 565, by 
Sen. Scott, Pa., would allow beneficiaries to earn more without 
losing old-age insurance payments. Sen. Scott would raise per- 
missible earnings from the present $1200 to $2400 a year. This 
change would take effect after 1959. 


Chances look somewhat better than ever for passage of a bill 
to establish basic-major health insurance for federal employees. 
Eisenhower Administration probably will not oppose current legis- 
lation if it is amended in two ways. One amendment would require 
the workers, not the government, to pay two-thirds of basic costs; 
the other would reduce benefits a bit. 


Voluntary pension plan bills to assist the self-employed are 
already before the 86th Congress. Some of the sponsors are Rep. 
Simpson, Pa.; Rep. Anfuso, N. Y.; and Rep. Keogh, N. Y., a peren- 
nial backer of retirement-plan legislation. Bills would allow tax 
incentives to investors in restricted retirement policies. Tax- 
assisted investment could not exceed $2,500 a year. 


Renewed effort will be made by the Defense Dept. to obtain a 
federal indemnification program for defense contractors. Covered 
up to $500 million for any one incident would be firms handling 
guided missiles, volatile fuels, and other dangerous products. 
Defense Dept. program to be submitted to Congress is believed to 
be an improvement of one offered in the last Congress. 


President Eisenhower's new $77 billion budget proposes changes 
to stimulate home mortgage investment. It would have Congress 
“strengthen and improve” the federal housing mortgage insurance 
program. It would remove financial limit on Federal Housing Ad- 
ministration authority to grant mortgage insurance. And it rec- 
ommends that legislation be written to encourage more private 
financing of veterans’ housing loans. 


Bureau of Older Persons to deal with problems of millions of 
aged people is urged by Sen. Magnuson, Wash. His new bill, 
S. 256, would create this bureau in the Health, Education, and 
Welfare Dept. Initially, $2 million would be appropriated for it. 
Bill is referred to Senate Labor and Public Welfare Committee. 


Respiratory illness continues as a leading factor in medical 
costs for Americans, U. S. Public Health Service statistics show. 
These ailments accounted for 65 per cent of all illnesses which 
restricted activity or necessitated medical attention in the year 
ended last June 30. In that year, Americans suffered about 438 
million acute illnesses, or around 2.6 for each person. 


Canada Revises 
Fire Coverage 


January 5—Fire insurance com- 

panies in Canada are taking 
steps to check the substantial un- 
derwriting losses of the past few 
years by revising policy coverage 
and increasing premium rates. 
Changes apply to policies on pri- 
vate dwellings only. Industrial 
and commercial buildings are not 
affected. 

Increases in fire premiums on 
private dwellings and on contents 
of homes will range from 10 per 
cent to 20 per cent depending upon 
the degree of fire protection in 
the area. 

The following changes have 
been made in the extended cover- 
age endorsements in new and re- 
newal policies: 

A $50 deductible clause will ap- 
ply to each item, with the excep- 
tion of smoke, explosion and light- 
ning. 

Outdoor radio or television an- 
tennae and appurtenances are not 
covered against damage by wind- 
storm and hail. 

Deletion as a separate peril of 
“collapse and landslide.” 

Exclusion from explosion cover- 
age of bursting pipes; electric arc- 
ing; water hammer. 

Damage from falling objects 
does not cover glass which is part 
of the building. 

Deletion as a separate peril of 
“olass breakage.” 

Coverage for “malicious dam- 
age” does not include: The build- 
ing when in the course of con- 
struction; damage to contents due 
to attempted or actual theft or 
robbery; damage to glass consti- 
tuting part of the building; dam- 
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insurance leaders 





age caused by members of the in- 
sured’s household. 

Coverage for rupture or freez- 
ing of heating or plumbing sys- 
tems now excludes: 

Equipment not in heated build- 
ings; 

Water escape from sewers; 

Septic tanks or drains which 
are at, or below the lowest floor; 

Water escape from melting snow 
or ice on the roof; 

Damage while property is va- 
cant for any period or in the 
course of construction. 

In addition, there is the added 
provision that if the property is 
unoccupied for more than four 
days during the normal heating 
season, water must be turned off 
and systems drained by a compe- 
tent person to ensure heat mainte- 
nance.—Lillian Millar 


January 6—Life insurance busi- 
ness threw its support be- 
hind President Eisenhower’s 
drive to balance the Federal 
budget for the 1960 fiscal year. 

In a statement by the Economic 
Policy Committee of the Life In- 
surance Business, the life com- 
panies called this a basic move in 
the fight against the threat of 
further inflation. O. Kelley An- 
derson, president of the New En- 
gland Mutual Life, heads the 
committee. 

Declaring that the economic 
and recovery prospects for 1959 
justified expectations that the 
budget could be balanced at in- 
come and outgo levels of about 
$77 billion, the statement de- 
clared: 

“If this country is to take seri- 
ously the threat of inflation, with 
its devastating effects upon our 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


ULL page advertisements 

and other activities of the 
companies offering accident and 
health insurance for those over 
65 years of age have aroused 
particular attention on Capitol 
Hill. With private companies 
entering that field, the support 
for bills proposing similar in- 
surance under government aegis 
is falling off. A report from the 
Department of Health, Educa- 
tion and Welfare is being anx- 
iously awaited at this writing. 

If the Ways and Means Com- 


mittee reports out an insurance 
tax bill dealing with both invest- 
ment income and net gains from 
operation along the lines of the 
measure being drafted by mem- 
bers of the Treasury staff, it is 
certain to undergo substantial 
changes on the floor of the 
House. 

The anti-inflation drive of in- 
surance companies is prompting 
much favorable comment in Con- 
gress, as well as in administra- 
tion circles. Even the extreme 
liberals are giving it lip service. 





economy and the welfare of its 
citizens, the 
should enlist universal] support. 


President’s action 


“A balanced budget means liv- 


ing within our means. It is a 


sound step necessary to avoid a 
further drop in the purchasing 
power of the dollar. To incur a 
Federal deficit in prosperous 
times would surely produce a fur- 
ther rise in the cost of living.” 


January 7—About 92,000 addi- 

tional accidental deaths oc- 
curred in the United States dur- 
ing 1958, a reduction of about 3000 


from the toll in 1957 and the small- 
est number for any year since 1954, 
statisticians of Metropolitan Life 
report. 

Accident death rate in 1958, es- 
timated to be 53 per 100,000 pop- 
established a new low 
from 56 per 


ulation, 
record, decreasing 

100,000 in 1957. 
The more favorable record for 
the year just ended reflects in 
part the reduction in motor ve- 
hicle fatalities. In 1958, for the 
second year in a row, the number 
of deaths from motor vehicle ac- 
Continued on page 28 
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Milestones 


PS RDS oe eee 


TWO BILLION DOLLAR SMILES broke out all through Republic National Life in Dallas 
early in January. The big news: company had reached the mark of $2 billion in force. 
Above, T. P. Beasley, founder and president of the company, holds book describing how 
company added its second billion in 31 months, almost a year ahead a goal announced 
two and a half years ago. With him are (from left) Group Senior Vice President George 
R. Jordan, Mr. Beasley, Production Planning Senior Vice President Clarence J. Skelton, 
and Assistant Vice President for Reinsurance Virgil Cottle. 


James K. Meldrum, vice president, retired after 69 years of service 
with Firemen’s of Newark, member of the America Fore Loyalty Group. 
He and 11 other retiring officers were honored at a dinner. Others with 
long service records included Walter J. Schmidt, vice president and comp- 
troller, 54 years; Charles W. Payne, vice president and treasurer, 48 
years; H. C. Houghton, vice president in charge of fire accounting, almost 
50 years; and Frank W. Franzen, vice president, 46 years. 

R. W. R. Calderwood, vice president and secretary for Standard of 
Portland, Oregon, marked 50 years of service on January 15. He is the 
first company employee to attain this record. 

C. W. Fisher and W. G. Hunter, general agents, received 50-year ser- 
vice pins from Kansas City Life in recognition of their long service. 

North British and Mercantile marks the 150th anniversary of its found- 
ing during 1959. Company started in Edinburgh, Scotland, as the North 
British Insurance Company. In 1862 the Mercantile Fire was added, and 
a United States branch opened in 1866. 

The Louisville Board of Insurance Agents marked its 105th anniversary 
on January 14. 


Lincoln National Life, in conjunction with Abraham Lincoln’s 150th 
anniversary, are sponsoring a nationally televised program called “Meet 
Mr. Lincoln” on February 11. Authentic Americana was presented, 
largely drawn from the company’s Lincoln Foundation. 

Union Labor Life, New York, has passed the billion dollar mark of 
insurance in force. 

Great Southern Life issued its one millionth life policy in January, 
and the company expects to have one billion in force by mid-year. 

State Mutual Life of America, Worcester, Mass., attained one billion 
dollars of group life in force on December 31, 1958. 


Moore, Case, Lyman & Hubbard, Chicago, IIl., celebrate this year their 
100th anniversary as an insurance agency for 25 insurance carriers, 
including Hartford Fire (since 1864), St. Paul Fire and Marine (since 
1871). 
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Continued from page 27 


cidents decreased by about 1000, 
to a total of a little more than 
37,000. 

Accidents in and about the 
home resulted in some 27,000 fa- 
talities during 1958. Public acci- 
dents other than those involving 
motor vehicles were responsible 
for 17,500 deaths. 

Injuries sustained in mishaps 
arising out of and in the course 
of employment killed nearly 14,- 
000; approximately 3000 of these 
victims lost their lives in motor 
vehicle accidents, which number 
is also included in the total for 
motor vehicle mishaps. 


Long Term Disability 
Contracts Now in Use 


January 8—The average man 
stands more of a chance of 
being disabled for three months 
before age 65 than he does of 
dying before that retirement age. 
This conclusion comes from a 
study by Johnson & Higgins, con- 
sultants on employee benefits and 
pension plans. 

Nearly one-third of all individ- 
uals reaching 35 years of age will 
be disabled for at least three 
months before reaching age 65, 
says the report. Ten per cent or 
more of these disabled will be 
permanently disabled. When such 
a disability occurs, it often re- 
veals a serious gap in protection 
for the executive himself, his fam- 
ily, and the company management. 

Many companies are currently 
operating on the “individual case” 
method, where a disabled individ- 
ual is carried on full or part 
salary for some period based on a 
management decision. This, John- 
son & Higgins points out, leaves 
management faced with an indefi- 
nite liability. The disabled person 
has no idea of what he can count 
on. 

The employee benefit specialists 
point out that long-term disability 
insurance contracts are “gaining 
rapid acceptance.” Such contracts 
pick up where the company’s sal- 
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ary continuance plan leaves off, 
but cost only between 1 and 2 per 
cent of the payroll of participating 
employees. 

Two typical plans using insur- 
ance contracts are: 

Salary continuation plan runs 
from three months to a year based 
on employee’s length of service. 
When continuation salary stops, 
disability plan picks up and pays 
50 per cent of first $2,200 of 
monthly salary for a 24-month pe- 
riod. Beyound that point, benefits 
drop to 25 per cent, or a maximum 
monthly benefit of $550. Benefits 
continue until retirement date, 
prior recovery, or death, and are 
not affected by other benefits from 
the pension plan or from Social 
Security benefits. 

Benefits start after a 90-day 
waiting period, and consist of one- 
third of the first $10,000 of base 
pay. They continue to age 65 in 
case of accidental disablement, or 
for ten years (or to age 65 if ear- 
lier) in the event of sickness dis- 
ability. 


January 8—Total enrollments in 

LUTC courses set a new rec- 
ord of 20,180 in December, re- 
ports Loran E. Powell, CLU, 
managing director. He estimates 
the number of classes at over 
1000. 

Last year, Life Underwriter 
Training Council enrollments 
topped the record for the previ- 
ous year, 18,262 having studied in 
1957-58 classes. Current classes 
began during the last week of Oc- 
tober, and will close with a final 
examination during the week of 
May 11, 1959. 


New York Starts MVAIC 


January 12—The New York Mo- 
tor Vehicle Accident Indem- 
nification Corporation has begun 
operations. The new corporation 
will pay claims of persons injured 
by uninsured, hit-and-run or 
stolen cars, cars operated without 
permission, insured cars for 
which the insurance company 
disclaims liability, and unregis- 
tered cars. Non-car owners will 
also be covered by the corpora- 
tion. 
Since January 1, 1957, owners 
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of automobiles registered in New 
York State have been required to 
furnish proof of financial respon- 
sibility, usually by liability insur- 
ance, in order to register their 
cars. This requirement of com- 
pulsory insurance is not changed. 

Claims will be paid by the cor- 
poration only if it is established 
that injury or death resulted 
from the negligence of the person 
causing the accident. Claims will 
not be paid where the injured was 
guilty of contributory negligence. 

The maximum that can be re- 
covered for one individual under 
the law is $10,000 for bodily in- 
jury or death. The total that may 
be recovered by two or more per- 


sons injured or killed in any one 
accident is $20,000, with a maxi- 
mum of $10,000 for one person. 

The new law covers only bodily 
injury and provides also for im- 
poundment and for mandatory 
uninsured motorist coverage to be 
incorporated in every policy is- 
sued in the state. 

MVAIC is a non-profit organi- 
zation which all companies writ- 
ing auto insurance in New York 
are required to join. Its funds 
for the payment of claims and op- 
erating expenses come from as- 
sessments levied against the 
member insurance companies and 
self-insurers. 
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Insurance Building Facts 


Concord, New Hampshire. United 
Life and Accident now occu- 
pies a new quarter-million dollar 
addition to its home office. 
Boston, Massachusets. Pruden- 
tial and the Hotel Corporation 
have completed negotiations on 
operating a 25-story hotel to be- 
come part of Prudential Center. 
Architects: Charles Luckman As- 
sociates. 
Saginaw, Michigan. Formal open- 
ing ceremonies were conducted 
at the Schnettler Building, hous- 
ing several insurance organiza- 
tions, including the Schnettler- 
Irish agency of Union Mutual 
Life. 


Vg BUILD IT IN GOLD VOR KLE. © 


PARK RIDGE, ILLINOIS. This model of 
All American Life & Casualty’s new 
building was used in a sales contest. 
As the campaign progressed, miniature 
"gold bricks" filled in the shell of the 
model set up in the company's recep- 
tion room. 


Jackson, Michigan. Prudential 

Life’s new agency building, con- 
temporary in design, comprises 60 
by 80 feet. Exterior walls are stone 
and brick with aluminum front 
and window trim of California 
redwood. 


WALTHAM, MASSACHUSETTS. John 
Hancock has opened a modern two-story 
suburban office for the Robert B. Pitcher 
general agency. Building contains 10,000 
sq. ft. of office space, including a color- 
ful lounge with snack facilities for em- 


ployees. Architects: Hoyle, Doran & 
Berry. Builder: Vappi & Company. 


Bloomington, Illinois. State Farm 

Mutual Auto has sold the home 
office building of State Farm 
Fire and Casualty to an advertis- 
ing agency. The fire company 
will move its executive and gen- 
eral departments to the 13-story 
building now shared by State 
Farm Mutual and State Farm 
Life. 


Lafayette, Indiana. Lafayette Life 

has moved into a million-dollar 
building. Structure contains 40,- 
000 sq. ft. of floor space with fu- 
ture expansion planned. 


Albuquerque, New Mexico. Branch 

sales and investment offices of 
Great Southern Life here are 
housed in a new building com- 
prising 2100 sq. ft. Structure is 
of glass, aluminum and masonry. 
Architect: Bill J. Shelton. 
Suilder: J. L. Hendren. 
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Daily Reports 


Continued from page 29 


January 21 — New officers were 

named for the National As- 
sociation of Insurance Commis- 
sioners following the resignation 
of NAIC President A. E. North- 
ington as Tennessee Commis- 
sioner. Nevada’s Commissioner 
P. A. Hammel moved up from vice 
president to succeed Northington 
as president. 

Commissioner Hammel, how- 
ever, has been ill for some weeks. 
Hence it is expected that S. N. 
Berry, commissioner for Colorado, 
will act as executive for the presi- 


dent. Berry had been chairman 
of the executive committee and 
is now vice-president of NAIC. 

Thomas Thacher, attorney, is 
now New York State Superinten- 
dent of Insurance. He succeeds 
J. S. Wikler who was appointed 
consultant to the department. 

E. A. Stowell succeeds A. I. 
Vorys as Ohio superintendent of 
insurance. Stowell was an agent 
for New York Life before enter- 
ing law practice. 

V. D. Musser, previously chief 
deputy, became commissioner for 
Oregon on February 1. He suc- 
ceeded H. H. Earle. 

William E. Grubbs _ replaces 
Binning as director of insurance 
for Nebraska. 


Treasury Issues Proposed Tax 
Bill; Companies Criticize Plan 


January 22—A proposed Federal 
income tax bill for life insur- 
ance companies would levy corpo- 
rate tax rates against a tax base 
composed of both investment in- 
come and net gains from opera- 
tions. The companies’ net invest- 
ment income would be arrived at 
after deducting an allowance for 
policy reserves and other con- 
tract liabilities. The deduction 
would be based on a formula 
which would revalue the reserves 
at a “rate halfway between the 
actual earnings rate of the indi- 
vidual company and an assumed 
rate of interest on the reserve.” 

“The assumed rate in this case 
is either the average for the 
industry in the prior year or the 
rate assumed by the individual 
company in establishing its own 
reserves, whichever is higher. It 
has been suggested that using the 
industry average in this case 
where the assumed rate of an in- 
dividual company is relatively 
low avoids penalizing those who 
finance their reserves on a con- 
servative basis.” 

These facts were announced in 
a report by the House Ways and 
Means Subcommittee on Internal 
Revenue Taxation. Issued at the 
same time was a preliminary 
working draft of a bill embodying 
the Treasury’s proposed combined 
tax method for taxing life com- 
panies. 
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A joint bulletin of American 
Life Convention and Life Insur- 
ance Association of America 
makes it clear that the draft bill 
was designed by Treasury and 
Congressional committee staffs to 
present the combined approach 
in legislative language for con- 
sideration by the Subcommittee 
and the full House Ways and 
Means Committee. 

The Subcommittee’s report also 
points out that the draft bill has 
not been reviewed or approved by 
the Subcommittee or any of its 
members. 

To tax underwriting gains, the 
formula embodied in the Trea- 
sury’s draft bill applies the cor- 
porate tax rate to an amount 
equal to 50 per cent of a com- 
pany’s net gains from operations, 
except with respect to so-called 
“specialty companies” and where 
gains from operations are less 
than taxable investment income 
or in cases of operating losses. 
These would be given separate 
tax treatment. 


January 26 — Members of the 
American Life Convention 
have characterized the new Trea- 
sury Bill for the Income Taxation 
of Life Insurance Companies as 
unsound. 
The present Treasury Bill, an- 
nounced in January, contains a 
two-phase proposal for taxation 


of the life companies. Phase 1 is 
based on net investment income, 
and Phase 2 on the so-called total 
net income approach. 

The Resolution passed by the 
ALC meeting stated that Phase 1, 
relating to investment income, is 
based upon an artificial and arbi- 
trary formula which would result 
in an undue and oppressive tax 
burden upon the policyholders. 

It stated also that Phase 2, as 
presently constituted, would re- 
sult in a major shift of the tax 
burden between different classes 
of companies; would discriminate 
between companies of different 
types and sizes; and would seri- 
ously interfere with the present 
competitive balance of the in- 
dustry. 

The resolution also authorized 
its Staff to try to secure the sub- 
stitution of a fair and reasonable 
method of taxation on the dis- 
bursement of dividends by stock 
companies to stockholders. This 
would replace the formula in 
Phase 2 based on the total income 
method set forth in the Treasury 
plan. 

In taking this action, the Amer- 
ican Life Convention departed 
from its earlier position directing 
the Staff to advocate a tax bill 
based solely on the net invest- 
ment income approach. 


January 26—Life insurance goals 

for 1959 are higher than 
those set for 1958. More than 80 
per cent of the companies reply- 
ing to a recent survey from Life 
Insurance Agency Management 
Association anticipated an_ in- 
crease in sales this year. Increase 
most frequently mentioned was 
10 per cent among the 140 com- 
panies participating in the sur- 
vey. 

Number one problem facing the 
life business in 1959 is manpower, 
the sales executives said. Other 
frequently mentioned problem 
areas include: unsound merchan- 
dising and competition (i.e., volu- 
mitis, twisting and proselyting) ; 
abuses of the minimum deposit 
and bank loan plans; prospect of 
increasing taxation; persistency 
and conservation, and inflation. 

Precontract training will be 
emphasized by 91 of the compa- 
nies replying. More attention will 
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be given to this measure in 1959 
than to any other particular de- 
velopment. 

A large majority of the compa- 
nies (85 per cent) are already 
writing a family plan policy or 
rider. Seven more companies will 
introduce such a plan in 1959. 

Preauthorized check plans will 
be adopted by 16 more companies, 
bringing to 108 the number of 
companies having such a plan. 

Of the 104 companies replying, 
63 now offer premiums graded by 
size of policy. Twenty more com- 
panies will join their ranks in 
1959. 

A guaranteed purchase option 
will be offered by 55 of the compa- 
nies by year’s end compared to 19 
now issuing the option. 

About a third of the 104 com- 
panies intend to go after broker- 
age business more aggressively 
than previously. 


Seven out of Ten 


Have Health Coverage 


January 29—By the end of 1958, 

health insurance protected 
an estimated 121 million Ameri- 
cans against the cost of hospital 
and doctor bills, Health Insurance 
Institute reports. 

The number of persons with 
health protection through insur- 
ance company programs, Blue 
Cross-Blue Shield and other plans 
represents 70 per cent of the popu- 


of age and older with health in- 
surance, the Institute estimated 
that 40 per cent of the population 
in this age category now have 
such protection. The number of 
older age persons with health 


insurance is increasing at a much 
faster rate than the senior citizen 
population itself. Number of 
Americans 65 and over increased 
by 13 per cent from March 1952 

Continued on page 66 





On December 9, 
Roberts of Rhode Island (at left) presented 
the charter of Great Eastern Life Insur- 


Company News Corner 


1958, Governor Dennis 


ance Company to William Kalker, presi- 
dent, and Harry Kalker, board chairman 


(at right). Company is the first inde- 


pendent life insurance firm to be chartered 
and located in Rhode Island. 


National Bankers Life of Dallas 
has started a _ recapitalization 
program, exchanging Class A 
stock for a combination of pre- 
ferred and common. Each Class 
A share will be exchanged for 
10 shares of common and one 
of $90 five per cent cumulative 
preferred with sinking fund 
provisions. Class B shares will 
be exchanged for 10 shares of 
common. Stockholders approved 
a $1 million settlement from 
Pierce P. Brooks, who formerly 


Organization now 
includes 347 companies, with 
home offices in 44 states and 
Washington, D. C.; six Cana- 
dian provinces, Hawaii, Guam, 
and 21 foreign countries. 

Beneficial Life, Los Angeles, has 
been licensed in Utah and New 
Hampshire. Company is now 
admitted to 41 jurisdictions. 

Manufacturers Life is licensed in 
Missouri, and is now permitted 
to operate in 29 states, the Dis- 
trict of Columbia and Hawaii. 


companies. 


lation. 

Persons protected for major 
medical expenses in 1958 climbed 
from 13.3 million to 16.5 million, 
a rise of nearly 25 per cent. An- 
other increase was shown in regu- 
lar medical expense insurance 
where the number of persons pro- 
tected increased by an estimated 
half million over the 1957 figure 
of 33.2 million. 

Number of persons covered for 
surgical expenses remained con- 
stant at 67.5 million. Of the esti- 
mated 121 million persons protec- 
ted by all insuring organizations 
against hospital expenses, some 
70.1 million were covered under 
insurance company policies. The 
companies also extended loss of Lincoln National Life $.50 
income protection to some 32 mil- Ohio Casualty. $.14 
lion employed persons. $.08 

In providing persons 65 years Old Republic Life $.20 


Aetna Life Affiliated Companies 
is seeking a charter amendment 
from the Connecticut General 
Assembly permitting a _ later 
date for future annual meet- 
ings of the companies. A pro- 

gone to stockholders 


owned controlling interest in 
the company but is no longer 
associated with it. 

American Equity Group, 
has joined the Association of 
Casualty and Surety Compa- 
nies, which now has 129 com- 
pany-members. postponing the next meeting 

Life Office Management from February 10 to Febru- 
tion announces six new member ary 25. 


Miami, 


posal has 


Associa- 


DIVIDENDS 


Amount 
per Share 
$.321, 
$.433, 
$1.75 cumulative conv. pref. 
$.25 (common 
$.40 
$.75 


Record 
Date 


February 2 
December 8 


Payable 
March 2 
December 15 


Company 
American 
Anchor Casualty 


December 15 December 8 
March 

January 15 
February 1 


December 15 


Great Southern Life 
Insurance Company of North America December 31 
January 10 


December 5 


February 2 January 16 
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HE day of jet transport plane 
deliveries to scheduled airlines in 
the Western Hemisphere has now 
arrived. Years of preparation for 
this event are at last being put 
to the test of practical application. 
Time, and time only, in the form 
of operating experience will prove 
the soundness of the preparations 
by each segment of the aviation 
industry having a part in this 
new development. 

Aviation insurers, financial or- 
ganizations, airport authorities, 
aircraft manufacturers, parts man- 
ufacturers, regulatory authorities, 
safety organizations and many 
others along with the airlines have 
had to evaluate and prepare their 
organizations in anticipation of the 
requirements of jet transport op- 
erations. 


Underwriting Knowledge 


The preparation of aviation in- 
surers consisted not only of de- 
veloping insurance facilities but 
also of acquiring underwriting 
knowledge concerning the require- 
ments of aircraft manufacturers, 
parts manufacturers, airport au- 
thorities and servicing organiza- 
tions as well as airlines, so that 
these insurance facilities might be 
used in the best interest of the 
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Insuring the Jet 


Both jet and turboprop planes now pose many questions 
for aviation insurers. The author, in these remarks be- 
fore the recent Hemispheric Insurance Conference, dis- 
cusses major problems—and some possible solutions. 


insurance and aviation industries. 

It is always easier to review the 
past than predict the future. How- 
ever, we believe that we will attain 
success in current aviation in- 
surance, provided we make proper 
use of our past experience, con- 
tinue to follow sound underwriting 
principles, and at the same time 
have sufficient flexibility to keep 
up with the ever changing condi- 
tions of the expanding aviation in- 
dustry. The desired results are a 
reasonable underwriting profit to 
insurers and reinsurers and a fi- 
nancially sound, stable yet flexible, 
long term insurance market for the 
aviation industry. 


Catastrophe: $10 Million 


Aviation underwriters’ most seri- 
ous concern has always been, and 
still is, the catastrophe hazard. 
This concern is intensified during 
the period of introduction of new 
type equipment with higher values 
and greater passenger seating ca- 
pacity. A major accident to a jet 
transport valued at $5,300,000 with 
up to 175 passenger seats and a 
crew of eight probably would re- 
sult in a loss to insurers in excess 
of $10,000,000, without any in- 
juries to persons or property on 
the ground. 


This figure could be doubled in 
the event of a mid-air collision, 
such as has already happened with 
other type airline aircraft. It could 
be exceeded many times by a crash 
landing in a crowded area, a han- 
gar fire, tornado or hurricane at 
a major airport. In comparison, 
any other type airline aircraft in- 
sured to date should not create a 
loss of over half these amounts. 

A catastrophic loss always has 
its effect on insurance. But during 
the period of introduction of new 
equipment when spread of risk is 
at a minimum, the peaks of ex- 
posure become more evident. Al- 
though there are 340 jet trans- 
ports on order by Western Hemi- 
sphere airlines for delivery by 
1961, it is estimated that delivery 
will be 13 in 1958, 81 in 1959, 230 
in 1960 and 16 in 1961. There- 
fore, annual premium may _ be 
earned in 1959 and 1960 on an 
average of only 53 and 209, planes 
respectively, and each insurer will 
provide insurance on only a _ por- 
tion of these. 


Spread of Risk 


Proper spread of risk will be 
slow in developing because one jet 
transport is able to carry three 
times the number of passengers in 
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Age 


By WOODROW J. VAN HOVEN 


Vice President 
United States Aviation Underwriters, 
Inc. 


a year that the largest previous 
airline aircraft could carry. The 
jets have more than double the 
seating capacity of the older planes 
and greatly increased speed and 
range. The next few years will 
be one of the most trying periods 
in the history of aviation insur- 
ance when unit exposure takes a 
major increase and the spread of 
risk is at a minimum. 


Loss Frequency 


In addition to the catastrophe 
hazard and lack of spread, there 
is a higher loss frequency per unit 
at risk during periods of intro- 
duction of new models. It takes 
considerable time, and in some 
cases years, to correct minor de- 
sign and mechanical errors and 
develop the proper operating skills. 
All of these factors make it neces- 
sary that we look at the results 
on the basis of a period of years 
rather than a year to two, if stabil- 
ity in rates is to be maintained. 

In striving for rate stability in 
the future a larger portion of the 
premium must be allocated to the 
catastrophe hazard than ever be- 
fore. This will be true even after 
the period of introduction. In other 
words, the ratio of annual pre- 
mium income to catastrophe expo- 
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sure must be borne in mind, even 
when the results of one or two 
years may be good. There may be 
some years with unusually good 
underwriting results, but they will 
be necessary to balance the oc- 
‘asional year when the catastrophes 
take place. 

Underestimating the amount of 
premium necessary to offset total 
losses is one of the major contrib- 
uting factors to the unsatisfactory 
underwriting results of aviation 
insurance in recent years. It is un- 
fortunate that aviation insurers do 
not enter the jet age under health- 
ier conditions that would help the 
long-term figures if any of the 
next few years are unsatisfactory. 
It is even possible there could be 
a reduction in available insurance 
market just when it is most 
needed. 


Equipment Replacement 


If aviation underwriters fail to 
take the catastrophe hazard into 
account, the airlines’ insurance 
cost will have undue fluctuation at 
the least convenient time. The loss 
of an aircraft is always costly to 
an airline in the form of loss of 
revenue resulting from poor pub- 
licity and the possibility of not 
being able to take delivery of re- 


placement equipment for months or 
even years. This is the least con- 
venient time for a large increase 
in insurance costs if the purpose 
of insurance is to provide stability 
for the airline. 

Being introduced at this same 
time is the American manufactured 
turboprop transport. Its principal 
difference is the application of tur- 
bine engine power through the use 
of propellers. Other differences are 
less speed, lower cruising altitude 
and, usually, smaller size. 


Turbo-Props 


Western Hemisphere airlines 
have on order from American and 
British manufacturers 368 turbo- 
prop transports for delivery by 
1961. Although they do not have 
some of the engine and operational 
characteristics of pure jet trans- 
ports, turboprops will have to go 
through the same period of correc- 
tion of minor design and mechani- 
cal errors and development of op- 
erating skills which has been dif- 
ficult in the past. 

New policy clauses and wording 
are being introduced to conform 
to the characteristics of the tur- 
bine engine. The more serious of 
these characteristics are extreme 

Continued on page 59 
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New Pension Market: Deferred 
Compensation for Executives 


By WILLIAM H. FISSELL, CLU 


Colonial Life Insurance Company 


T has not always been possible 
to provide executives of close cor- 
porations in the high § salary 
bracket with an adequate retire- 
ment income through a_ pension 
trust plan. To change the pension 
formula to adequately provide for 
such executives might provide ex- 
cessive income for those in lower 
income brackets or make the cost 
of the pension plan prohibitive. 
Regulations on discrimination have 
always been adhered to rather rig- 
idly. To overcome this rigidity, 
corporations have resorted to de- 
ferred compensation as an auxil- 
iary or supplementary pension for 
key executives. 

For some time, this procedure 
has been questioned by the Com- 
missioner of Internal Revenue, es- 
pecially in the case of close cor- 
porations where an executive owns 
substantially all the stock in the 
corporation. The Commissioner’s 
past ruling determined that pre- 
miums for life insurance in this 
type case would be regarded as a 
dividend or bonus to the executives. 


Casale Decision Upset 


In the now famous Casale case, 
the Tax Court held that the pre- 
miums were taxable to the execu- 
tive as a dividend. This decision 
was subsequently upset by the 
Appeals Court which reversed the 
Tax Court. 

Recently, the Internal Revenue 
Service has announced it will fol- 
low the decisions of the Court of 
Appeals in the Casale Case. This 
would seem to open the way for 
additional retirement income for 
such key executives through de- 
ferred compensation plans funded 
with retirement income contracts. 

Oreste Casale was president and 
chairman of the board of O. Casale 
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Incorporated, owning 98 per cent 
of the stock in his corporation with 
two others each owning 1 per cent. 
Mr. Casale entered into a deferred 
compensation agreement with his 
corporation whereby it was agreed 
to pay him $500 monthly at his age 
65. In the event of his death prior 
to retirement, a stipulated sum 
would be paid to his nominee. 

At the same time, the corpora- 
tion entered into a deferred com- 
pensation agreement with Casale. 
The corporation applied for a $50,- 
000 retirement income life insur- 
ance policy on Casale’s life, provid- 
ing payment of $500 monthly to 
the corporation upon his retire- 
ment. The corporation in turn was 
under agreement to make a like 
payment to Casale. There was no 
question about the deferred com- 
pensation agreement being in 
order, except that originally the 
Commissioner ruled the premium 
payments in effect were payments 
of a corporate dividend to Casale. 

Since the corporation had only 
three stockholders (Casale owning 
the majority of stock), this would 
appear to be a means of evading 
taxes, providing Casale with tax 
free income. The higher court, tak- 
ing into consideration that the cor- 
poration is an entity, noted the 
fact that the corporation owned the 
policy and that the cash value was 
an asset of the corporation which 
could, if necessary, be attached by 
its creditors. Therefore the Ap- 
peals Court upset the Tax Court’s 
decision. 

3ut this still left some doubt as 
to the procedure to be followed in 
such a situation. Now, with the 
Internal Revenue service announc- 
ing that it will follow the Court of 
Appeals’ decision, the way seems 
open to use income endowment pol- 


icies to supplement the deferred 
compensation agreement. 

This interpretation should open 
a new field for deferred compensa- 
tion agreements. The endowment 
will provide funds for pensions or 
additional retirement income to key 
men and highly paid executives in 
close corporations. It will also en- 
able a corporation to create de- 
ferred compensation retirement 
plans for key executives where no 
pension or profit sharing plans ex- 
ist for rank and file employees. 

However, the deferred compensa- 
tion agreement should be a bona- 
fide arrangement. No rights should 
be vested in the person whose com- 
pensation is being deferred. Other 
conditions of the agreement such 
as the purpose, method of deter- 
mining time of retirement, and 
restrictions of activity both before 
and after retirement should be 
clearly stipulated. 

The Commissioner’s decision 
paves the way for the sale of life 
insurance that has heretofore been 
somewhat doubtful due to the liti- 
gation experienced in the Casale 
Case. 


Stock Question Solved 


It would now seem that a corpo- 
ration may make a deferred com- 
pensation agreement with its key 
executives providing for retirement 
income at a stipulated date and 
fund this agreement through the 
use of retirement income contracts. 
The question of the amount of stock 
owned by the executive seems 
solved. The courts have made clear 
the separate identities of the cor- 
poration and the stockholder. 

Very often, a small corporation 
can afford to purchase retirement 
income contracts to fund a deferred 
compensation agreement providing 
for retirement income on one or a 
few key executives but not be in a 
position financially to do this for 
the entire staff. 

A competent attorney should 
draw deferred compensation agree- 
ment. 

While the corporation cannot de- 
duct the premium payments as a 
business expense, there is a de- 
ferred tax advantage to the corpo- 
ration when it pays the monies re- 
ceived from the insurance company 
to the executive whose compensa- 
tion has been deferred. 
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An Editorial with Tables 


Competition Within Insurance 

HESE tables demonstrate the intensity and 

breadth of the competition which exists in 
the insurance business. THE SPECTATOR pre- 
sents here the ten leading premium producers 
for 1957 in every one of the 43 lines of insur- 
ance required by the state insurance depart- 
ments. 

Along with these individual lines, we have 
shown the ranking ten companies in total pre- 
miums written in various combinations of life, 
health, property and casualty lines. Also two 
rankings show ten top company groups in aggre- 
gate written premiums. 

Thus we can measure competition by count- 
ing the major competitors in insurance. There 
is no “Big Three” here. No company leads in 
every line that it writes. This is true for even 
the largest companies in insurance. 

In the tables for the 43 lines, there are 19 
different companies which rank on top in written 
premiums in at least one of the classes. There 
are 115 companies which are ranked at least 
once among the ten leading producers in th 
various classes presented. 

Such a condition is most healthy. In no othe 
industry in the United States is there such 
striking evidence of open competition. Com 
panies are included in these tables which are 
almost 200 vears old. Again there are companies 


National Leaders 


@ Figures to right of company names are written premiums for 1957 rounded to millions of dollars 


Company Groups Leading In 
All Lines -- Life, Fire Casualty 


Travelers, Hartford 991.9 
Aetna Life, Hartford 946.4 
Continental - National, Chi. 436.0 
State Farm Mut., Bloomington 384.7 
North America, Philadelphia 322.8 
Allstate, Chicago 313.2 
Home, New York 231.3 
Trans America, Los Angeles 226.5 
Nationwide, Columbus 202.1 
Kemper Group, Chicago 190.7 


SCO ON AU BWH — 
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Company Groups Leading 


In Fire and Casualty Premiums 


Travelers, Hartford 726.5 
Aetna Life, Hartford 564.1 
Hartford, Hartford 389.7 
State Farm, Bloomington 354.1 
North America, Philadelphia 322.7 
All States, Chicago 313.2 
Liberty Mutual, 30ston 304.8 
America Fore, New York 301.2 
Continental-National, Chicago 298.4 
Royal Globe, Liverpool 232.0 
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Individual Companies Leading 


In Total Premiums Written 


Metropolitan Life, New York 2269.6 
Prudential, Newark 
Equitable Life, New York 1037.3 
Travelers, Hartford 
Aetna Life, Hartford 683.7 
John Hancock, Boston 627.4 
New York Life, New York 578.7 
State Farm Mut. Auto, III. 341.4 
Connecticut Gen., Hartford BY ee 
Northwestern Mutual 308.1 


In Premiums written Personal Lines 


Metropolitan Life, New York 2269.6 
Prudential, Newark 
Equitable Life, New York 1037.3 
Aetna Life, Hartford 683.7 
John Hancock, Boston 627.4 
New York Life, New York 578.7 
Travelers, Hartford 
Connecticut Gen., Hartford 317.5 
Northwestern Mutual, Mil. 308.1 
Massachusetts Mut., Spring. 197.3 


not more than a mere quarter of a century in age. 

Ranked here are stock companies, mutual car- 
riers, state funds, hospital associations, and 
medical service organizations. It is safe to state, 
too, that such a presentation showing the re- 
sults of 1958 will include new members in many 
lines and some changes in the make-up of almost 
every group of ten leaders. 

On the local level, many more companies rank 
with these leaders. In THE SPECTATOR’S Novem- 
ber Statistical issue, we rank for each state five 
companies which lead in written premiums in 
each of nine lines. Close to 200 additional com- 
panies, not shown among the national leaders in 
the following tables, verify that this healthy 
competition is a characteristic of insurance at 
all levels. 

In the coming months, the business of insur- 
ance expects to be subjected to inquiry by one 

r more Congressional committees. These SPEC- 
rATOR tables demonstrate that the field of in 
surance is open to every type and kind of under- 
writing unit which is financially able to provide 
the public satisfactory protection. Compared 
with other industries where competition is con 
fined to a few large corporations, the institution 
of insurance is an outstanding example of the 
ideal in free American enterprise. 

-T. J. V. CULLEN 


in Written Premiums 


Life Companies Leading 
In Life and Health Premiums Written 


Metropolitan, New York 2269.6 
Prudential, Newark 1967.3 
Equitable Life, New York 1037.3 
Aetna Life, Hartford 683.7 
John Hancock, Boston 627.4 
New York Life, New York 578.7 
Connecticut Gen., Hartford 317.5 
Northwestern Mutual, Mil. 308.1 
Massachusetts Mutual 197.3 
Occidental, Los Angeles 192.0 


1967.3 


762.6 
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Individual Companies Leading 
P 


Individual Companies Leading In Premiums on Property Lines 


(excluding A& H business) 


State Farm Mut. Auto., Ill 341.2 
All -State Skokie 287.2 
Aetna Cas. & Sur., Hartford 268.2 
Liberty Mutual, Boston 255.9 
United States Fid. & Guar., Md. 248.2 
Travelers Ind.,Hartford 243.1 
Travelers, Hartford 225.4 
Hartford Acc. & Ind., Hartford 206.0 
Home, New York 189.5 
Ins. Co. of North Amer., Phila. 179.7 


1967.3 


537.2 
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National Leaders in Written Premiums (continued) 


Property Companies Less Acc. & Health Casualty Companies Less Fire Lines Fire Companies Less Casualty Lines 
1 State Farm Mut. Auto., Il. 341.2 1 Travelers, Hartford 762.6 1 Home, New York 188.4 
2 Allstate, Skokie 287.2 2 State Farm Mut., Bloomington 340.5 2 Ins. Co. of North Amer., Phila. 172.2 
3 Aetna Cas. & Sur., Hartford 268.2 3 Allstate, Skokie 277.4 3 Hartford Fire, Hartford 158.5 
4 Liberty Mutual, Boston 255.9 4 Liberty Mutual, Boston 245.3 4 General Exchange, New York 125.3 
5 United States F&G, Baltimore 248.2 5 Aetna C&S, Hartford 228.7 5 Continental, New York 72.2 
6 Travelers Indemnity, Hartford 243.1 6 Continental Cas., Chicago = 223.7 6 Aetna, Hartford 71.1 
7 Travelers, Hartford 225.4 7 Hartford A&I, Hartford 218.2 7 Fireman's Fund, San Fran. 69.2 
8 Hartford Acc. &Ind., Hartford 206.0 8 United States F &G, Baltimore 208.0 g s+, Paul F&M, St. Paul 68.3 
9 Home, New York 189.5 9 Travelers Ind., Hartford 180.0 9 Great American, New York 67.0 

10 Ins. Co. of North Amer., Phila.179.7. 10 Nationwide, Columbus 128.8 10 Fidelity Phoenix, New York 57.7 


Fire Companies Leading In Fire Lines ae 
Sle 


1 Home, New York 189.5 
2 Ins. Co. of N. Ay, Philadelphial80.2 Total Life Total Annuities 
3 Hartford Fire, Hartford 158.5 
4 General Exchange, New York 125.3 1 Metropolitan Life, New York 1899.4 1 Equitable Life, New York 267.6 
5 Fireman's Fund, San Fran. 125.1 2 Prudential, Newark 1777.3 2 Prudential, Newark 240.2 
6 St. Poul F & M, St. Paul 121.3 3 Equitable Life, New York 853.3 3 Metropolitan Life, New York 236.5 
7 American, Newark 107.1 4 John Hancock, Boston 553.3 4 Aetna Life, Hartford 126.1 
8 Aetna, Hertford 103.2 5 New York Life, New York 527.3 5 John Hancock, Boston 100.4 
9 Firemen’s, Newark 81.9 6 Aetna Life, Hartford 390.0 6 Connecticut General, Hartford 62.9 
10 Glens Falls, Glens Falls 80.7 7 Northwestern Mut., Milwaukee 290.2 7 Travelers, Hartford 41.1 
8 Travelers, Hartford 279.2 8 Teachers 1&A, New York 35.6 
9 Connecticut General, Hartford 216.6 9 New York Life, New York 20.9 
10 Massachusetts Mut., Springfield185.0 10 Bankers Life, Des Moines 19.0 
Casualty Companies Leading 
In Casualty Lines 
, : G Annies 
1 Travelers, Hartford 762.6 sain inatand saa ieee 
2 State Farms Mur. Auto, Ill. 341.3 1 Prudential, Newark 999.3 1 Prudential, Newark 240.1 
3 Allstate, Skokie 287.2 2 Metropolitan, New York 905.7 2 Equitable, New York 237.3 
4 Liberty Mutual, 3oston 285.3 3 New York Life, New York 452.5 3 Metropolitan Life, New York 234.6 
5 Aetna Cas. & Sur., Hartford 268.3 4 Equitable Life, New York 377.2 4 Aetna Life, Hartford 123.8 
6 United States F &G, Md. 250.1 5 Northwestern Mut., Milwaukee 290.2 5 John Hancock, Boston 91.0 
7 Travelers Indemnity, Hart. 243.1 6 John Hancock, Boston 273.7 6 Conn. General, Hartford 58.5 
8 Continental Casualty, Chi. 238.9 7 Mutual Life, New York 161.8 7 Travelers, Hartford 39.1 
9 Hartford Ace &Ind., Hartford 218.2 8 New England Mut., Boston 155.9 8 Bankers Life, Des Moines 18.2 
10 Lumberman’s Casualty, Chi. 132.5 9 Massachusetts Mut., Springfield 145.1 9 Massachusetts Mut., Springfield 14.1 
10 Mutual Benefit, Newark 135.9 10 State Mutual, Worcester 6.5 
i! alty Lines of Fire Companies : - 
tated Ma Industrial Life Immediate Annuities 
a ican, Newark 63.8 . . 
2 thin Fund, Sen nn 55.9 1 Metropolitan Life, New York 398.9 1 Teachers 1&A., New York 35.6 
2 Prudential, Newark 303.0 2 Equitable, New York 22.7 
3 St. Poul F&M, St. Paul 53.0 ’ 
i : 3 John Hancock, Boston 106.7 3 New York Life, New York 16.8 
4 Firemen’s, Newark 42.1 4 é ' 
4 National L&A, Nashville 69.6 4 Northwestern Mut., Mil. 14.0 
5 Glens Falls, Glens Falls 38.7 ee : ’ 
pis freee 32.1 5 Western & Southern, Cincinnati 65.2 5 John Hancock, Boston 9.4 
orn, ; 6 American National, Galveston 39.0 6 Connecticut Mut., Hartford 8.9 
7 Federal, Holland, N. J. 25.5 : oe ; 
7 Life Ins. Co. of Ga., Atlanta 33.5 7 Southwestern Life, Dallas 7.5 
8 Queen, New York 21.1 ss : idle: ’ z 
; 8 Liberty National, Birmingham 32.7 8 Phoenix Mut., Hartford 6.8 
9 Niagara Fire, New York 20.7 9 Ind d L&A. Jack - : 
18.2 ndependent , Jacksonville29.7 9 Franklin Life, Springfield, Ill. 6.8 
10 General, Seattle 10 Lif dc l Nashvill 23.0 
e and Casualty, Nashville . 10 New England Mut., Boston 6.5 
Fire Lines of Casualty Companies Group Life Disability 
1 Travelers Indemnity, Hartford 63.1 1 Metropolitan Life, New York 297.6 1 Prudential, Newark 30.14 
2 United States F&G, Baltimore 42.1 2 Equitable Life, New York 179.4 2 Metropolitan, New York 14.79 
3 Aetna Cos. &Sur., Hartford 39.6 3 Prudential, Newark 165.3 3 New York Life, New York 8.81 
4 Liberty Mutual, Boston 34.0 4 Aetno Life, Hartford 144.4 4 Equitable Life, New York 6.75 
5 American Automobile,St. Louis 27.6 5 Travelers, Hartford 107.2 5 Northwestern Mut., Milwaukee 4.05 
6 Royal Indemnity, New York 16.2 6 John Hancock, Boston 62.4 6 John Hancock, Boston 3.44 
7 National Surety, New York 15.9 7 Connecticut General, Hartford 40.1 7 Mutual, New York 3.41 
8 Continental Cas., Chicago 15.2 8 Continental, Chicago 38.4 8 Massachusetts Mut, Springfield 2.78 
9 Globe Indemnity, New York 13.9 9 Bankers Life, Des Moines 29.2 9 Lincoln National, Fort Wayne 2.39 
10 Fireman's Fd. Ind., SanFran. 12.9 10 Cuno Mutual 25.5 10 Travelers, Hartford 2.30 


@ Figures to right of company names are written premiums for 1957 rounded to millions of dollars. 
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Supplementary Contracts without 
Life Contingencies 


Supplementary Contracts with 


Life Contingencies 


FIRE AND 


1 Metropolitan Life, N. Y. 81.0 1 Northwestern Mut., Milwaukee 23.6 CAS UA LTY 
2 Prudential, Newark 42.5 2 Equitable, New York 15.7 
3 Equitable, New York 40.0 3 Travelers, Hartford 13.8 Fire 
4 New York Life, New York 35.8 4 New York Life, New York 13.5 
5 Northwestern Mut., Milwaukee 26.2 5 Metropolitan Life, New York 9.4 1 Home, New York 90.5 
6 Massachusetts Mut., Springfield 25.5 6 Penn Mutual, Philadelphia 8.9 2 Hartford Fire, Hartford 67.3 
7 Connecticut Mut., Hartford 24.3, 7 Aetna Life, Hartford 7.7. 3 Ins. Co. of N.A., Philadelphia 42.8 
8 Mutual Benefit, Newark 24.0 8 Connecticut Mutual, Hartford 6.9 4 Continental, New York 33.4 
9 Travelers, Hartford 23.6 9 Prudential, Newark 5.9 5 Great American, New York 32:2 
10 New England Mut., Boston 22.0 10 New England Mut., Boston 5.5 6 Aetna, Hartford 30.0 
7 Fidelity Phoenix, New York 25.2 
8 General, Seattle 22.5 
9 St. Paul F&M, St. Paul 22.3 
Accidental Death Workmen's Compensation 10 United States F&G, Baltimore 22.3 
1 Prudential, Newark 29.86 1 Liberty Mutual, Boston 108.9 
2 Metropolitan Life, New York 18.23 2 Travelers, Hartford 83.8 
3 New York Life, New York 10.32 3 Employers Mut. Liab., Wausau 64.2 Extended Coverage 
4 Equitable Life, New York 6.59 4 State Ins. Fund, Albany, N.Y. 58.4 
5 John Hancock, Boston 4.33 5 Aetna Cas. & Sur., Hartford 49.4 1 Home, New York 31.9 
6 Mutual Life, New York 3.19 6 State Comp. Fund, Sacramento 47.4 2 Hartford Fire, Hartford 23.8 
7 Lincoln National, Fort Wayne 2.44 7 Hartford A&I, Hartford 45.7 3 Ins. Co. of North Amer., Philo. 13.5 
8 Travelers, Hartford 1.89 8 United States F&G, Baltimore 41.8 4 Continental, New York 11.8 
9 Aetna Life, Hartford 1.49 9 American Mut. Liab., Boston 40.9 5 General, Seattle 10.9 
10 Connecticut Mutual, Hartford 1.31 10 Fidelity & Casualty, New York 27.9 6 Great American, New York 10.6 
7 Aetna, Hartford 10.0 
8 Fidelity Phoenix, New York 9.0 
9 St. Paul F&M, St. Paul 8.9 
10 National Fire, Hartford 8.6 
HEALTH 
Total Accident and Health Accident Other Allied Lines 
1 Metropolitan Life, New York 370.1 1 Travelers, Hartford 19.2 ; yea New York 3.034 
etna Cas. & Sur., Hartford -951 
2 Aetna Life, Hartford 293.7 2 Continental Cas., Chicago 8.9 © ented " , ree 894 
3 Travelers, Hartford 258.0 3 Washington National, Evanston 7.6 meneedee Flees Femrenee : ss 
: 4 Ins. Co. of North Amer., Phila. .468 
4 Prudential, Newark 190.0 4 Aetna Life, Hartford 7.4 $6 rt te ¥, . pry 
5 Equitable Life, New York 183.3 5 Metropolitan Life, New York 5.5 reat aecaaat ow Ser “28 
6 Mutual Benefit H&A, Omaha 180.3 6 Mutual Ben. H&A, Omaha - 4.9  §& Aetna, ei ~ en oo 
7 Continental Cas., Chicago 127.7 7 Independence L&A, Louisville 4.9 : pcan 2 ow y- 4 = 
8 Associated Hosp., New York 117.7 8 Life & Casualty, Nashville 35 ; py pean ea on a “ot 
9 Michigan Hosp. Serv., Detroit 113.7 9 National Casualty, Detroit 3.5 - pty ee . — “299 
10 Bankers Life & Cas., Chicago 112.5 10 Connecticut General, Hartford 3.2 ee ee nee : 
Group Accident and Health Non Cancellable Accident & Health Home Owners 
1 Metropolitan Life, New York 313.9 1 Prudential, Newark 43.1 1 Ins. Co. of North Amer., Phila. 22.1 
2 Aetna Life, Hartford 282.4 2 Metropolitan Life, New York 30.3 2 Home, New York 9.3 
3 Travelers, Hartford 232.2 3 Paul Revere Life, Worcester 16.7 3 Liberty Mutual, Boston 6.8 
4 Equitable Life, New York 180.6 4 Massachusetts Protective 11.4 4 United States F &G, Baltimore 6.6 
5 Prudential, Newark 131.9 5 Massachusetts |1&L, Boston 7.5 5 General, Seattle 5.6 
6 Connecticut General, Hartford 96.7 6 Life Ins. Co. of Ga., Atlanta 5.3 6 Hartford Fire, Hartford 4.7 
7 Occidental Life, Los Ang. 77.4 7 Loyal Protective, Boston 4.9 7 Aetna, Hartford 4.4 
© dels tteicock: Bostes 73.1 8 State Capital, Raleigh 4.7 8 American, Newark 4.2 
9 Continental Cun, Chicago 68.2 9 New York Life, New York 3.4 9 Great American, New York 4.1 
10 Provident L&A, Chattanooga 57.1 10 National L&A, Nashville 2.6 10 Philadelphia F & M, Phila. 3.4 
Accident and Health Hospitalization Commercial Multiple Peril 
1 Mutual Benefit H&A, Omaha 80.8 1 Associated Hosp. Serv., N.Y. 117.7 1 Ins. Co. of North Amer., Phila. 3.32 
2 United, Chicago 39.9 2 Michigan Hosp. Serv., Detroit 113.7 2 Fireman's Fund, San Francisco 1.45 
3 Continental Cas., Chicago 25.2 3 Bankers L & C, Chicago 95.2 3 Aetna, Hartford 1.30 
4 National L &A., Nashville 20.5 4 Blue Cross, Chicago 69.2 4 Home, New York 1.05 
5 Monarch Life, Springfield 17.3 5 Mutual Benefit H & A, Omaha 68.9 5 Great American, New York 99 
6 Washington National, Evanston 16.9 6 Blue Cross N.E. Ohio, Clev. 54.5 6 United States F&G, Baltimore .75 
7 Metropolitan Life, N. Y. 15.0 7 United Medical Serv.,New York 53.8 7 American, Newark 69 
8 Prudential, Newark 10.2 8 Medical Serv. Penn., Harris. 51.8 8 Phoenix, Hartford ae 
9 Provident L & A, Chattanooga 9.9 9 Hospital Service N. J., Newark 50.2 9 Springfield F &M, Springfield 54 
0 Bankers L&C, Chicago 9.4 10 Hospital Service, Pittsburgh 46.4 10 St. Paul F&M, St. Poul .50 


@ Figures to right of company names are written premiums for 1957 rounded to millions of dollars. 
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National Leaders in Written Premiums (continued) 
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1 
2 
3 
4 
5 
6 
7 
8 
9 
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Earthquake 


Continental, New York 
General, Seattle 

Home, New York 

Hartford Fire, Hartford 
Great American, New York 
Fidelity Phoenix, New York 
National Fire, Hartford 
American Auto., St. Louis 
Ins. Co. of North Amer., Phila. 


Fireman's Fund, Son Fran. 


owOn ova WN — 


Burglarly & Theft 


Travelers Ind., Hartford 
Hartford A&I, Hartford 

Aetna C & S, Hartford 

United States F & G, Baltimore 
Ind. Co, of N. A., Philadelphia 
Maryland Cas., Baltimore 
Fidelity & Deposit, Baltimore 
American, Newark 

St. Paul F&M, St. Paul 
Continental Cas., Chicago 


oVMVON OUR WD — 


_ 


Inland Marine 


Home, New York 

Hartford Fire, Hartford 

Ins. Co. of North Amer., Phila. 
St. Paul F &M, St. Paul 
Fireman's Fund, San Fran. 
Aetna C&S, Hartford 

Aetna, Hartford 

Phoenix, Hartford 

Federal, Holland Twp, N.J. 
Liberty Mutual, 3oston 


oO ON OU SB WD — 


_ 


Ocean Marine 


Ins. Co. of N.A., Philo. 
Home, New York 

Fireman's Fund, San Fran. 
Federal, Holland Twp., N.J. 
Hartford Fire, Hartford 
Continental, New York 
Aetna C&S., Hartford 
Glens Falls, Glens Falls 
Fidelity Phoenix, New York 
Aetna, Hartford 


SOMO ON AOU A WH — 


~ 


Growing Crops 


Home, New York 

Great American, New York 
Hartford Fire, Hartford 

Ins. Co. of North Amer., Phila. 
Springfield F &M, Springfield 
Aetna, Hartford 

St. Poul F&M, St. Paul 
United States Fire, New York 
Fireman's Fund, San Fran. 
Continental, New York 
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88 


Boiler & Machinery 


22.4 
13.7 
8.6 
4.3 


Hartford Steam Boiler, Hartford 
Mutual Boiler, Boston 
Travelers Indemnity, Hartford 
Lumberman’s Mut. Cas., Chicago 
Maryland Casualty, Baltimore 
Ocean A& G, New York 
American Motorists, Chicago 
American G & L. 

Employers Liability, Boston 
Columbia Casualty, New York 


Glass 


Travelers Ind., Hartford 

Aetna Cas &S., Hartford 

United States F &G, Baltimore 
Hartford Acc. & Ind., Hartford 
Maryland Casualty, Baltimore 
New Amsterdam Cas., New York 
Home Indemnity, New York 
American, Newark 

Ind. Co. of North Amer., Phila. 
Great American Ind., New York 


Aircraft 


Fireman's Fund, San Fran. 
Home, New York 

Phoenix, London 

Swiss Re., Zurich 

Home, Hawaii 

Hartford Fire, Hartford 
Reinsurance Corp., New York 
Federal, Holland Twp., N.J. 
General Re., New York 

= &M, San Francisco 


RRUUAAANSD 


Hom 


BONDING 


Fidelity 


United States F &G, Baltimore 
Fidelity & Deposit, Baltimore 
Hartford A&I, Hartford 

Ins. Co. of N. A., Philadelphia 
Aetna C&S, Hartford 

American Surety, New York 
Travelers Ind., Hartford 
Maryland Cas., Baltimore 
Fidelity & Casualty, New York 
Employers Mut. Liab., Wausau 


Surety 


United States F &G, Baltimore 
Fidelity & Deposit, Baltimore 
American Reins, New York 
Aetna C&S, Hartford 

Hartford A&I, Hartford 
Maryland Casualty, Baltimore 
General Reins, New York 
Travelers Ind., Hartford 
Continental Cas., Chicago 
Seaboard Surety, New York 


14.7 
9.4 
7.9 
7.6 
6.6 
6.2 
5.8 
5.7 
5:3 
5.1 


written premiums for 1957 rounded to 


AUTOMOBILE 


Automobile Liability 8.1. 


152.9 
139.0 
108.2 
69.6 
62.8 


Allstate, Skokie 

State Farm Mut. Auto. Ill. 
Travelers, Hartford 
Hartford Acc. & Ind. Hartford 
Aetna C & S, Hartford 
Nationwide, Columbus Ohio 54.8 
United States F &G, Baltimore 49.8 
Fidelity & Casualty, New York 46.6 
Liberty Mutual, Boston 46.5 
Lumbermen’s Mut. Cas., Chi. 39.9 


SCWO MON AUB WH — 
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Automobile Liability P.D. 


61.8 
61.6 
50.6 
<2 
27.1 
26.7 


Allstate, Skokie 

State Farm Mut. Auto, III. 
Travelers, Hartford 

Hartford Acc. & Ind., Hartford 
Nationwide, Columbus Ohio 
Aetna C & S, Hartford 
United States F&G, Baltimore 23.7 
Liberty Mutual, Boston 20.0 
Fidelity & Casualty, New York 18.7 
Lumbermen's Mut. Cas., Chi. 16.6 


CWO ON OU eB WD — 
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Automobile Physical Damage 


125.3 
58.8 
35.8 


General Exchange, N.Y. 
Allstate, Skokie 
Hartford Fire, Hartford 
Motors, New York 35.0 
Aetna C & S, Hartford 30.9 
United States F &G, Baltimore 28.3 
Calvert, Baltimore 22.9 
Emmco, South Bend 22.8 
American, New Jersey 19.1 
Home, New York 18.5 


CSCWUON OU AWN — 


Liability Other than Auto 
(B. 1.) 

1 Travelers, Hartford 

2 Hartford A&I, Hartford 

3 Aetna C&S, Hartford 

4 United States F &G, Baltimore 
5 Ind. Co. of North Amer, Phila. 
6° Liability Mutual, Boston 

7 Fidelity & Casualty, New York 
8 Continental Cas., Chicago 

9 Employers Mut. Liab., Wausau 
10 St. Paul F&M, St. Paul 


33.4 
30.9 
30.5 
25.4 
22.6 
21.0 
16.7 
11.3 
11.0 
10.3 


Liability Other than Auto. Prop. Dam. 
Travelers, Hartford 10.3 
Ind. Ins. Co. of N.A., Phila. 

U. S. Fid. & Guar., Baltimore 
Hartford A&1., Hartford 

Liberty Mut., Boston 

Aetna C&S, Hartford 

Fidelity & Casualty, N.Y. 

Employers Mut. Liab., Wausau 
Maryland Cas., Baltimore 
Continental Cas., Chicago 
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millions of dollars. 
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U. S. Reinsurers Try Out New Forms 


HE last ten years have seen a 
remarkable growth in the reinsur- 
ance market in the United States. 
There has been a considerable in- 
crease in the number of rein- 
surers, including the whole field 
of professional reinsurers, insur- 
ance companies with a separate 
reinsurance department, insur- 
ance companies which accept re- 
insurance, reinsurance’ groups, 
reinsurance pools and Lloyd’s. 


Atomic Pools 


Reinsurance of atomic risks has 
been handled by the formation of 
four atomic reinsurance pools: 
the Nuclear Energy Property In- 
surance Association, Nuclear En- 
ergy Liability Insurance Associa- 
tion, Mutual Atomic Energy Lia- 
bility Underwriters and the Mutual 
Atomic Energy Reinsurance Pool. 
Most U. S. companies, both stock 
and mutual, have joined these 
pools. 


Catastrophe Covers a ‘Must’ 

Fire business is reinsured on 2 
surplus, quota share or excess of 
loss basis. Catastrophe covers are 
regarded as a “must” in the United 
States where windstorms, torna- 
does and hailstorms are common- 
place. Most companies would like 
additional catastrophe protection 
if it could be obtained at what 
they consider a reasonable price. 

In 1954, the hurricanes Carol, 
Edna and Hazel which affected 
the Eastern part of the United 
States exhausted the catastrophe 
covers of many companies and 
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left losses over and above the 
limits of their covers. We have 
had many catastrophe 
since then but none comparable 
in size. There is an American 
market for catastrophe covers, 
but a larger market is needed. A 
large part of the U. S. catastrophe 
reinsurance is placed with 
Lloyd’s. 


losses 


Reciprocal Results Poor 


A considerable amount of fire 
surplus business is placed on a 
reciprocal basis but there is not 
the same demand for reciprocity 
that exists in most Latin Ameri- 
can countries. Brokers arrange 
reciprocity between two com- 
panies based on results so that 
the two treaties will be about 
equal in premium volume and 
loss ratio. The demand for reci- 
procity has lessened due to the 
poor results. 


Cotton, Oil, Grain 


We have reinsurance pools to 
which member companies cede a 
large part of their business and 
take back a percentage of all the 
business ceded to the pool in 
proportion to the amount ceded 
by them. Specialized business is 
generally reinsured through a 
pool. Some well known pools are 
the Cotton Pool, the Oil Insur- 


These remarks were excerpted from Mr. 
Delaney's presentation before the recent 
Hemispheric Conference, in 
which he has summarized the latest trends 
in U. S. reinsurance operations. 


Insurance 


ance Association, the Grain Pool 
and the Railroad Pool. 


Lloyds and Direct Writers 


Many risks in the United States 
are large and run into values of 
a million dollars or more. A com- 
pany may find that its treaties are 
not large enough to take the full 
amount of risk. As a result there 
is a substantial volume of faculta- 
tive reinsurance. The _ reinsur- 
ance market for facultative rein- 
consists principally of 
Lloyd’s and the direct writing 
American companies. There are 
several professional reinsurance 
companies which do a large fac- 
ultative business. 

The insurance business in the 
United States has been having a 
poor loss experience during the 
last four years. The bad loss 
ratios have had a_ depressing 
effect on the U. S. reinsurance 
market although there has been 
a large growth in the premium 
volume reinsured. 


surance 


Causes of Loss 


The past two years have proven 
to be unprofitable to most rein- 
surers in almost all lines with the 
exception of catastrophe reinsur- 
ance. The losses to the reinsur- 
ers have been caused by an in- 
creasing number of fire losses and 
the higher cost of replacement, 
the broad liability covered by 
homeowner’s and mercantile block 
policies, the large automobile 
losses arising from collision, and 
overwhelming liability _ settle. 

Continued on page 67 


39 














and exceptional 
advantages are now 


olfered by 


Northwestern — 
Mutual 





et us tell you a little about 4 of them 


A timely and important message of interest 
to the head of every family... 


from one of America’s largest life insurance compantes 


HE START of anew year seems the appropriate 
< om to make an important report of this 
kind to our million and more policyholders and 
their friends. 

We think you'll find in these advances fresh 
evidence that there are differences among life 
insurance companies. More than that, these dif- 
ferences are multiplying themselves through the 
years in favor of Northwestern Mutual. 

But to be specific, here is a partial list of ad- 

vantages you'll surely find of interest... 
1. New retirement annuity—the most de- 
pendable, worry-free investment you could have. 
With Northwestern Mutual’s new retirement 
annuity plan, you may add a “‘self-completion” 
clause. This will assure your retirement plans, 
even if disability cuts short your earning years. 
2. New, low net cost on all policies—even more 
favorable than ever before. And this is all the 
more striking when you consider that for decades 
Northwestern Mutual has led the other compa- 
nies in low net cost ... that is, the total you pay 
in, minus what you receive in dividends, minus 
the cash value of the policy at any given time. 


Northwestern Mutual, during its 102-year 
history, has returned to its policyholders, as 
dividends, an average of 25% of the total pre- 
miums paid in. 

3. New, lower rates for women. Northwestern 
Mutual has felt that it is every woman’s right to 
be considered younger than her age . . . years 





younger than a man who has lived the same 
length of time. Recent mortality statistics now 
validate this view—and the new rates reflect it! 
4. New flexibility in policies and features. 
This is in keeping with our aim to help meet the 
expanding situations where insurance is needed. 

Young men, for example, may now elect to pay 
smaller premiums at the start, until their earning 
power increases. And accidental death benefits 
are far more exclusion-free than in most other 
companies. 

However, the newness doesn’t end here. There 
is much more to tell. The new forms for all poli- 
cies have been greatly simplified to make them 
clearer, more understandable—with sentences 
shorter than the one you have just read. 

NOTE: Most existing policies benefit! These 
new advantages, wherever possible, automati- 
cally become available for past purchasers of 
Northwestern Mutual policies. In this way, all 
policyholders share on a mutual basis. 

If you would like to hear more about the de- 
velopments that make Northwestern Mutual 
today more than ever “the policyholders’ com- 
pany,” why not drop a line to our Home Office? 

Or, if you already know a Northwestern Mutual 
agent in your area, write or telephone him. He is 
exceptionally well qualified to answer questions 
and assist with your program of protection and 
thrift. The Northwestern Mutual Life Insurance 
Company, Milwaukee, Wisconsin. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


“BECAUSE THERE IS A DIFFERENCE” 
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Ready to Make the Move 
‘¢; You've Dreamed About? 


Combined’s Home Office Needs 
More Sales Executives — NOW! 


That once-in-a-lifetime opportunity 
is here! 

It’s knocking mighty loud for men 
with a sound background in accident 
and health sales, sales training and 
administration. 

At Combined you will be associ- 
ated with an organization that 


Here you will be a part of manage- 
ment, helping to guide the destiny 
of the world’s second largest exclu- 
sive accident and health company. 

As a Combined man you will 
become imbued with the philosophy 
that here is your opportunity for 
whatever you seek in life. 


thinks, talks, acts and is successful! The men we need are: 


* AGENCY SUPERVISORS 


For inside and outside work. Preferably men who have sold A & H 
en commission. Background should include hiring, training and 
sales supervision, planning and conducting local and regional 


sales meetings. If you’ve come up through the sales ranks, you 
probably have the experience to qualify. 


* AGENCY ADMINISTRATORS 


To handle an ever increasing volume of agency correspondence. 
Should be able to talk and write in an agents language, know 
how to conduct effective negotiations by mail — and in person, 
coordinate agency sales incentive programs and overall activities. 
Should be a first-class organizer, with a good follow-through. 


Some field experience working with agents would be helpful. 
ecocecsoossceseree® 


* SENDA RESUME 


i mplete confidence, to 

‘i aR JACK OLSON, 
Vice President, Disability Dept., 
at the Combined address below. 
Please include a recent photo. 
Your resume will be acknowl- 
edged upon receipt and returned 
to you personally. 


Combined Insurance Company of America 


W. CLEMENT STONE, President 


Note To General Agents 


The experienced, top-level men we will employ as a result of 
this advertisement represents additional proof that Combined 
is vitally interested in providing you with the finest service. 


It will pay you to write to us about the few choice territories 
still available. 


eeoeeseseeoeese® 


5050 Broadway 


Chicago 40, Illinois 
Combined Group of Companies: Combined Insurance Company of America, Chicago Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of Massachusetts, Boston First National Casualty Company, Wisconsin 


For Further Information Circle 19 on Card on Page 55 THE SPECTATOR 





Verdict: Does Explosion 
Include Sonic Boom Damages? 


By LUKE A. BURKE 


Member New York Bar 


Damages From Sonic Boom 

The insured brought suit against 
his carrier upon a Texas Standard 
Fire and Extended Coverage pol- 
icy. The policy covered his ware- 
house in Hico, Texas. While the 
policy was in force, a jet aircraft 
passed over the warehouse at a low 
altitude and at supersonic speed. 
The warehouse collapsed. It was 
made of metal and was only about 
two years old. 


Coverage on Two points 


The insured claimed that the pol- 
icy covered the damage because 
the sonic boom was an explosion, 
and furthermore, it was a loss by 
aircraft. The record showed that 
it was a well constructed building 
with no evidence of deterioration 
prior to the loss. The witnesses 
testified to a “terrific blast” at the 
time of collapse. 

The trial court dismissed the 
case at the close of the plaintiff’s 
evidence, finding (1) that there 
was no proof that the sonic boom 
was an explosion, and (2) that the 
aircraft coverage provisions did 
not cover the loss complained of. 
The plaintiff appealed. The perti- 
nent provisions read as follows: 

“Section III. Specific Coverage 
Conditions: Provides that insur- 
ance provided under the Extended 
Coverage provisions shall include 
direct loss by windstorm, hurri- 
cane, hail, explosion, riot, civil com- 
motion, smoke, aircraft and land 
vehicles. 
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“Conditions Applicable Only to 
Damage by Aircraft and Land Ve- 
hicles: Loss by aircraft shall in- 
clude direct loss by falling aircraft, 
or objects falling therefrom, but 
this Company shall not be liable 
for loss caused by any vehicle or 
aircraft (except falling aircraft) 
owned or operated by the insured, 
or by any tenant of the described 
premises, or by any agent, em- 
ployee, or member of the house- 
hold of either.” 

The Appellate Court reversed the 
trial court, saying: 

“The trial court held that the 
aircraft coverage provisions of the 
policy did not cover the loss plain- 
tiff complained of. Analyzing the 
aircraft coverage provisions of the 
policy we observe that the insur- 
ance provided under the extended 
coverage provisions shall include 
loss by aircraft. Thereafter the 
policy further provides: Conditions 
applicable only to damage by air- 
craft... Loss by aircraft shall 
include direct loss by falling air- 
craft, or falling 
FLOM. 6 & 


objects there- 

“Defendant insurance company 
in its brief contends that the con- 
ditions applicable to damage by 
aircraft, supra, wherein it is pro- 
vided that loss by aircraft shall 
include falling aircraft, etc., by 
giving expression of one or more 
coverages by aircraft as a matter 
of law, excludes all other losses 
caused by aircraft. And so the 
question before us for determina- 
tion simply is, what is the true 
construction of the aircraft cover- 
age provision set out supra. The 
policy first provides that loss 


caused by aircraft is covered; and 
then says loss by aircraft shall in- 
clude loss by falling aircraft or ob- 
jects falling therefrom. We think 
the construction of this portion 
of the policy turns on what is 
meant by the words ‘shall include.’ 

“Our courts have passed on this 
before. In Peerless Carbon Black 
Co. of Sheppard, CCA, W/E Ref. 
(1938) 113 SW 2d 997, the court 
said: 

“<The words “includes” and “in- 
cluding” are regarded by the au- 
thorities as being identical or 
equivalent to each other; and the 
authorities uniformly hold that un- 
less the context in which such 
words are used requires, they are 
never regarded as being identical 
with or equivalent to “mean and 
include,’ nor with such less elastic 
words and terms as “meant,” 
“meaning,” or “by which is 
meant. ...” (“Include”) is gener- 
ally employed as a term of enlarge- 
ment and not a term of limitation, 
or of enumeration.’ ” 


Not a Limiting Form 


In Houston Bank & Trust Co. v. 
Lansdowne, CCA, W/E Ref. NRE, 
201 SW 2d 834, the court holds that 
the words “include” and “includ- 
ing” are identical or equivalent to 
each other, and are generally em- 
ployed as terms of enlargement and 
not as terms of limitation or enu- 
meration. 

In El Paso Electric Co. v. Safe- 
way Stores, CCA, W/E Ref. NRE, 
257 SW 2d 502, the court says: 

“The words “including” and “in- 
cludes” have been said in their 
generally accepted use to be terms 
of enlargement and not of limita- 
tions.” 

“From the foregoing it follows 
that the aircraft coverage provi- 
sion of the policy is not limited to 
loss by falling aircraft, or objects 
falling therefrom. The terms ‘shall 
include’ being words of enlarge- 
ment and not of limitation, by 
their use in the instant policy, do 
not restrict the coverage to loss by 
falling aircraft or objects falling 
therefrom. Since plaintiff alleged a 
loss occasioned by aircraft, he is 
entitled to recover if he can prove 
that he has a loss which was proxi- 
mately caused by aircraft. In our 

Continued on page 44 
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Verdict 


Continued from page 43 


view the loss complained of was 
covered by the instant policy pro- 
vision. 

“Plaintiff contends that his loss 
is further covered by the ‘explo- 
sion’ coverage of his policy. His 
allegation and proof were to the 
effect that a sonic boom caused by 


an airplane proximately caused his 
damage and loss. Defendant denied 
that a sonic boom was an explosion. 

“The Trial Court found that the 
plaintiff tendered no proof that a 
sonic boom was an explosion. Plain- 
tiff contends that the court can 
take judicial knowledge of scientific 
phenomenon and that a sonic boom 
is an explosion. It is true that the 
doctrine of judicial notice is ap- 
plied to scientific facts and prin- 
ciples as are generally recognized 
and ought to be known by men of 
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ordinary understanding and intelli- 
gence. Here, however, the Trial 
Court refused to take judicial no- 
tice of what a sonic boom is, or if 
it is an explosion, presumably be- 
cause he did not know such to be a 
fact; and this court cannot take 
judicial knowledge of such for the 
same reason. 


Proof Lacking 


“For such proof was 
necessary that a sonic boom is an 
explosion and it was _ plaintiff’s 
burden to adduce such proof. Fail- 
ing to do so, he cannot now com- 
plain of the Trial Court’s ruling in 
this regard. It may be that a 
sonic boom is an explosion. Indeed, 
an article in the March 1958 Amer- 
ican Bar Association Journal at p. 
216, cited to this court in plaintiff’s 
brief, asserts that a sonic boom is 
an explosion, and it may be that 
in future times our courts can take 
judicial knowledge of such facts. 
See Sec. 211, McCormick & Bay on 
Evidence. As of this date, however, 
this court (nor the Trial Court 
which preceded us) has not the 
‘verifiable certainty’ to 
knowledge of such 


reason 


requisite 
take judicial 
matter.” 

(Alexander v. Firemen’s Ins. 
Co., Texas Court of Civil Appeals, 
October 23, 1958.) 


Improvements and Betterments 

The plaintiff-insured was a ten- 
ant in a factory building which 
was used as a corduroy finishing 
plant when the building was de- 
stroyed by fire. In an action on the 
fire insurance policy against the 
company, the insured recovered 
judgment in the trial court. The 
company’s appeal questioned allow- 
ances made by the trial court for 
the destruction of certain items. 

The company contended that the 
items in question, which included 
boilers, water coolers and lint re- 
moval and _ ventilating systems, 
were not “improvements or better- 
ments” within the meaning of the 
policy because the insured had the 
right, either under the express 
terms of the lease, or by the com- 
mon law relating to trade fixtures, 
to remove them at the end of the 
lease. 

The appellate court first pointed 
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out that the case was governed by 
Georgia law and had not been 
passed on in that state. It then 
went on to say: 


Also Trade Fixtures 


“The words of the policy ‘im- 
provements and betterments on the 
building’ are not words of art. 
They are not even part of the 
printed portions of the policy. As 
is true in the construction of all 
contracts, these words are to be 
given their usual and ordinary 
meaning. If the jury found there- 
fore, as they must have under the 
charge of the court, that all of the 
items involved were so affixed as to 


become part of the realty but for 


the application of the trade fixture 
rule or the lease provision, then, in 
the ordinary meaning of the words, 
these were improvements to the 
property. Unless the Georgia courts 
have held that items that fall with- 
in the definition of trade fixtures 
cannot be improvements, therefore, 
it seems clear that they would 
nonetheless be improvements even 
though they might also be remov- 
able as trade fixtures. 


Contrary Implied 


“Not only are no cases cited to 
that effect, but Armour & Co. v. 
Block, 147 Ga. 639, cited by ap- 
pellant, seems to imply the con- 
trary. In that case the court used 
the term ‘trade fixture’ inter- 
changeably with the term ‘im- 
provement’ in speaking of a smoke- 
house, the construction of which of 
a permanent nature had all the at- 
tributes of an addition to the 
realty. ... 

“The only case cited by either 
party in which this precise lan- 
guage has been construed and ap- 
plied with respect to removable 
items is Modern Music Shop v. 
Concordia Fire Ins. Co., 226 N. Y. 
S. 630. Although it is a decision 
of the Municipal Court of New 
York City, the reasoning of that 
case warrants our consideration. 
There the lease required that the 
betterments and improvements be 
removed by the tenant. Neverthe- 
less the court held: 

“‘“The words ‘betterments’ and 
‘improvements’ are terms of elas- 
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ticity, and are really synonyms, be- 
ing words of the same or like mean- 
ing. To ‘better’ is in fact to im- 
prove, and to ‘improve’ is to make 
better. As they are used in the 
policy, I think these words imply 
and mean a substantial or fairly 
substantial alteration, addition, or 
change to the premises used and 
occupied by the assured, rising 
above and beyond and amounting 
to something more than a simple 
or minor repair. And I hold that 
the nature of the work done in con- 


verting the basement into a dis- 
play room, in the manner provided, 
bringing it within that category, 
and that it was of the kind and 
character contemplated by this lan- 
guage of the policy, and is within 
the fair intendment of its terms. 
These terms, I think, mean to in- 
sure those alterations, additions, or 
changes made by the assured to 
that part of the realty used and 
occupied by him for and in the 
conduct of this business.’ 

Continued on page 46 


Here’s the broad coverage 
package policy for merchandise 





Best INSURANCE BUY for the mer- 
chant is the Commercial Property 
policy, the “all risk”” package which 
is written to cover store furnishings, 
stock and merchandise for most re- 
tailers, wholesalers and distributors. 
This one policy wraps up all of the 
protection of separate policies now 
written to cover fire and extended cov- 
erage perils, burglary and theft, 
sprinkler leakage, water damage, and 
merchandise in transit, plus coverage 
features and options not available un- 
der separate policies. 

While coverage of this type has been 
available to a few classes of dealers 








under the inland marine forms, the 
Commercial Property policy extends 
the principle of “all risk” coverage on 
stock and merchandise—subject to 
reasonable exclusions and limitations 
—to virtually all non-manufacturing 
risks. 

Eligible buyers will welcome the 
convenience and broadened coverage 
of the single, “all risk” package pol- 
icy—the added security of Grain Deal- 
ers thoroughgoing loss prevention service. 
Direct benefits are greater safety for 
property; avoidance of costly shut- 
downs; savings in insurance cost 
through policyholder dividends. 


C10 Coals /bfiitid, 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 
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Verdict 


Continued from page 45 


“We conclude that the insured’s 
right to remove property is irrele- 
vant where, as here, the property 
has been annexed to the realty in a 
substantial way, even though it 
may not have been made an inte- 
gral part of the realty or otherwise 
lost its identity. 


with 


Equitable Life 


of lowa's 
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ma ioe-molainaal= 
RIGHT ROAD 


Long an acknowledged leader, the “Key to Security” 
has established a standard in programming which has 
become the hallmark of the Equitable Life of Iowa. 
The “Key to Security” is designed to help you do 

a better and a sounder job of selling . . . 
interview, selling the needs, selling larger-than-aver- 
age amounts of insurance. Keep your eye on the 
Career Life Underwriter who works the “Key 

to Security” and you'll see —He’s on the 
RIGHT ROAD. 


LIFE INSURANCE COMPANY OF IOWA 


“We do not agree with appel- 
lant’s contention, for which it cites 
no authority, that in a suit such 
as this one between the insurer and 
the leasee-insured, ‘the insurer 
necessarily stands in the tenant’s 
shoes,’ with the result that ‘the 
provisions of the lease determine 
the legal status of the items in- 
sured.’ We agree, rather, with ap- 
pellee’s argument that in this case 
the insurer is more in the posi- 
tion of a third party to the lease, 
such as a condemnor, whose obliga- 


oeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeees 


selling the 
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FOUNDED IN 1867 IN DES MOINES 
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tions to the tenant are determined, 
not by the rights of the tenant vis- 
a-vis its landlord but by an objec- 
tive fact: the mode of annexation 
of the property as of the time of 
the loss. Therefore, if at the time 
of the loss, the article is annexed 
to the realty, it qualifies as an im- 
provement or betterment despite 
the fact that the insured might 
have had a right to remove it later 
on if it had not been destroyed.” 

(Lumbermens Mutual of Mans- 
field, Ohio, v. Cantex Manufactur- 
ing Co., U. S. Court of Appeals, 
(fifth Circuit) November 19, 
1958. ) 


Motion Picture Insurance 


In reviewing insurance cases | 
came across a type of coverage that 
was to me unique. The case of 
Russ-Field Corporation v. Under- 
writers at Lloyd’s, London (Cali- 
fornia District Court of Appeal, 
October 9, 1958) concerned a policy 
called “Feature Motion Picture Er- 
rors and Omissions Insurance for 
Studios and/or Distributors.”’ The 
plaintiff was a producer of motion 
pictures and the insured under the 
policy. It was the owner of the 
motion picture rights to a literary 
property entitled “The Most Dan- 
gerous Game.” 

Early in 1955, it engaged Henry 
Tatelman to produce a _ picture 
based upon that story. Tatelman 
employed Robert Wilder, a screen 
writer, to prepare a script for the 
picture which was to be called “Run 
for the Sun.” Tatelman also em- 
ployed other necessary personnel, 
including a director and actors, one 
of which was Leo Genn, a resident 
of England. Genn entered into an 
oral agreement to portray, for a 
minimum salary of $35,000, the 
role of “Martel” in Wilder’s first 
draft script. 

In order to overcome certain 
censorship objections, plaintiff had 
to have the Wilder script revised 
and rewritten. Although the story 
line and plot of the original script 
was substantially retained, Genn’s 
character was changed from ‘“Mar- 
tel” to “Browne” and instead of a 
German Nazi official he became an 
English traitor. Genn was un- 
aware of the change in the script 
until he was given a final draft of 
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the play after he arrived in Los 
Angeles from England on or about 
October 21, 1955. 


Meanwhile, on October 17, 1955, 
the policies of insurance were is- 
sued to the plaintiff by defendants’ 
agents. The coverage clause ob- 
ligated defendants to indemnity 90 
per cent of “loss ... arising from 
any claim or claims which may be 
made ... against the insured by 
reason of any negligent act, error 
or omission in connection with the 
production of Feature Length Mo- 
tion Pictures ... or breach of con- 
tracts rights . . . arising out of 
said Motion Pictures, wherever 
committed or alleged to have been 
committed by the insured... .” 


Role Refused 

Genn declined to portray the 
role of “Browne” on the ground 
that it would detract from his 
reputation and standing in the mo- 
tion picture industry, although it 
does not appear that he had script 
approval rights under his contract 
with Tatelman. Genn brought a 
breach of contract suit against the 
plaintiff for $35,000 plus expenses 
which was settled for $11,500. The 
plaintiff brought this action to re- 
cover 90 per cent of the settlement 
figure. 

The trial court found that the 
plaintiff was covered under the 
terms of the policy and the de- 
fendant appealed. The appellate 
court held that a reasonable inter- 
pretation of the coverage clause of 
the policy was that defendant 
agreed to indemnify against loss 
arising from the making of a claim 
alleging breach of contract rights. 

The fact that the script revision, 
the act giving rise to the Genn 
claim, occurred before the effective 
date of the policy did not preclude 
a finding of liability under the pol- 
icy, since the language of the cov- 
erage clause expressed an intent to 
cover loss arising from claims as 
distinguished from loss arising 
from acts or events upon which a 
claim might be based. The al- 
leged breach of contract in this 
case did not occur until after the 
effective date of the policy when 
Genn declared his refusal to accept 
the role in the revised script. The 
judgment for the plaintiff was af- 
firmed. 
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Let the ACCO 


Premium Budget Plan 
Lead You to 
Bigger and Better Accounts 


This superior program has so many advantages for busy agents. 
For example: 


@ Policies of Other Companies may be included with American 
Casualty Policies in an ACCO Budget Plan 


Agent's Check for Gross Financed Premiums is in the mail 20 
days after receipt and acceptance of budget contract 


New Coverages May Be Added to Existing Contracts (an ex- 
clusive feature) 


Commercial and Personal Accounts Are Eligible 
Policies Subject to Audit Are Eligible 

All Collections Are Made by ACCO 
Payment-Due Notices Are Blank Checks 

No Service Charge 

Low Interest Rates 


So Simple that a short booklet gives full instructions 


Plans and Interest Factors are right at your finger-tips on the 
back of the budget contract 


Credit Losses and Flat Cancellations are virtually eliminated. 
You need not tie up your own funds to carry slow-pay insureds 


Invaluable for Conserving Present Business and building addi- 
tional volume 


For eight years, American Casualty agents have used the sim- 
ple ACCO Premium Budget Plan to open doors to bigger and 
better accounts. This insurance premium finance plan is available 
for American Casualty agents through its wholly-owned affil- 
iate, ACCO, Inc. 


For details about the ACCO Premium Budget Plan and American 
Casualty’s complete and outstanding insurance facilities, write 
to the Home Office Agency Department. 


AMERIGAN GASUALTY 


54 BRANCH OFFICES COAST TO COAST 
HOME OFFICE: READING, PENNSYLVANIA 
SINCE 1902 








Investments: During a Boom 
Weigh Cyclicals for Balance 


By ERVIN L. HALL 
Partner, Davis and Hall 
Investment Management 


N keeping an investment pro- 

gram properly balanced, we fre- 
quently should ask ourselves wheth- 
er or not too many cyclical stocks 
have crept into the portfolio at the 
expense of the steady earners and 
long-term growth situations. Such 
problems can easily arise during a 
long bull market. It is difficult to 
resist all of the enthusiastic think- 
ing and projections into the future 
that are around during such peri- 
ods. We all have a tendency to be- 
come overly enthusiastic or overly 
pessimistic. But at some point we 
need a corrective jolt to bring us 
back to rational thinking. 

In all sustained bull markets, a 
time will eventually come when 
future hopes are being capitalized 
by the market so enthusiastically 
that there is little chance of fulfill- 
Naturally, these hopes and 
aspirations are rationalized at the 
time in one way or another, so that 
we have to exert our will power 
not to be completely mesmerized. 


ment. 


Bullish for Years 


Our present bull market has been 
going on for years. Depending on 
how you look at it, the beginning 
can be technically placed way back 
in 1949. But frequently it is 
thought of as September, 1953. 
Corrections or periods of consoli- 
dation have punctuated this steady 
advance, but eventually new highs 
were always attained. Even the de- 
cline which started in July, 1957, 
and, for all purposes, ended in Oc- 
tober of that year, was merely a 
correction of the advance that had 
come before. This particular cor- 
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rection, however, was sufficiently 
severe to lead many to _ believe 
that the economy was in for a seri- 
ous depression. 


Income Stayed High 


The Government, however, 
stepped in as it had done before, 
principally through Federal Re- 
serve action in the money market. 
Its efforts were bolstered by such 
built-in stabilizers as unemploy- 
ment insurance, social security, and 
severance pay, all of which helped 
keep disposable income at a high 
level. The result was a slowdown 
and eventually a check to the eco- 
nomic spiral that in former times 
would have fed on itself. 

At no time during this decline 
did the financial figures warrant 
the fear that was so prevalent of 
an imminent depression. Many in- 
vestors, however, thinking in the 
past, were quite convinced that we 
were in for real trouble. 

After six months of market con- 
solidation, running from October, 
1957, to April, 1958, during which 
time the over-all economy started 
to show signs of adjusting itself, 
the stock market started a new and 
steady up-trend. Before many 
months had passed it had exceeded 
the old highs established back in 
1957. 

Obviously, such a background in- 
dicates the inherent strength with- 
in the market itself. Also reports 
have been coming through steadily 
for some months of improving 
back-logs, more operating efficiency, 
better earning projection, as well 
as the population growth expected 
in the future and the increasing 
public demands that go with such 
growth. Thus there are some 
grounds for the enthusiasm that 


exists today in some quarters as to 
the long-range future. 

Because there is such an obvi- 
ously favorable outlook, we must 
be alert to any change that in time 
might undermine the present ex- 
panding phase. Such prosperous pe- 
riods do not run on indefinitely. 
They do have an ending, usually 
when we least expect it. That is 
why we must watch our distribu- 
tion of funds among cyclical and 
more stable stock commitments. 

Cyclical companies closely follow 
the general economic trend. Some, 
such as the machine tool compa- 
nies, may be slow in joining an im- 
proving trend because orders for 
machine tools are not as a rule 
given out in any volume until an 
expanding phase is pretty well un- 
der way. Other cyclicals may be 
the bell-wether of a change in 
trend and gather momentum as 
time goes on. The steels will some- 
times take this role as they have 
done lately. 


Earnings Erratic 


Due to this tendency to coincide 
with economic trends, the earning 
record of many cyclical companies 
is very erratic. Extremely good 
earnings are made in years of eco- 
nomic progress and then a rapid 
decline, or even a deficit, may oc- 
cur. This was very apparent even 
in the comparatively short reces- 
sion of 1957 and early 1958. A ma- 
chine tool company like Ex-Cello, 
for instance, with a decline in 
earnings of 26 per cent and, of 
course, drastic earning declines in 
the coppers and other metals. 

The steel companies on the other 
hand, although cyclical, have dem- 
onstrated the improvement taking 
place in production efficiency and 
in capital structures. Declines in 
earnings were shown by the lead- 
ing steel companies but the com- 
panies operated at a profit on a 
much smaller volume of business 
than had been needed in the past. 
The result of this ability to control 
operating expenses and keep out of 
the red prevented steel companies’ 
stocks from declining as violently 
as many other cyclical stocks. In 
fact many investors, not realizing 
the significance of the change 
within the industry, were surprised 
that steel stocks did not reach 
much lower levels. 
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All cyclical stocks do not follow 
an economic change immediately 
nor do all of them turn down at the 
same time. The copper stocks, for 
example, usually turn down some 
time in advance of a business ad- 
justment. When the demand for 
copper continues to weaken there 
is likely to be trouble in other spots 
in the economy that will later come 
to the surface. 


Stable Types 


Now for the more stable type of 
securities. These can be divided 
into two groups. One is the per- 
sistent earner even when the eco- 
nomic sk‘es are not so clear. The 
other is in the so-called growth in- 
dustries where the future, due to 
new products, new methods, or an 
entirely new trend in an industry 
may have exceptional opportunities 
to grow, even though a recession 
might temporarily hold back that 
growth. 

The first group, that is the 
steady earners, are the securities 
of industries such as the utilities, 
confectionery, food, and _ tobacco, 
all of which are basically essential 
to the public. The products of food 
chains, tobacco companies, con- 
fectionery firms, public utilities, 
and, today, natural gas all have a 
persistent demand even though at 
a slightly lower level when the 
business picture is far from favor- 
able. This is only natural. We 
must have light and power and we 
must eat. The declines that may 
come about in individual consump- 
tion of such items are frequently 
compensated by the demands of an 
increasing population so that earn- 
ings may remain steady or actually 
improve during adverse periods. 

The growth companies—a much 
misunderstood term incidentally— 
are more difficult to find and to 
evaluate. Many of them do not 
have a past record of earnings that 
means much. They may have shown 
little growth during previous years 
but due to exceptional circum- 
stances may grow steadily and 
rapidly in the future. The trick is 
to spot such possibilities in the 
formative stage. Then the ratio of 
the price of the stock to its earn- 
ings is likely to be within reason 


Continued on page 50 
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Mr. Smith’s Other Hat 


Mr. Smith, insurance broker in 
Rochester, wears two hats...a 
brown felt, snap brim fedora and 
a Jinnah Cap! 


You see, he had a client, expanding 
with a new plant in Pakistan. 


“What gets me,” said Mr. Smith to 
the AIU man, “is doing business 
here in Rochester with the risk way 
out beyond the Middle East. Will 
there be any problems for me or for 
my client?” 


s 


“No,” said the AIU man. “It’s 
simple. The Pakistan AIU is headed 
by an American, who is fully famil- 
iar with the same types of insurance 
that you are used to handling. And, 
your client will get American type 
insurance with prompt claims ad- 
justments right on the spot.” 


“You mean that AIU acts as my 
service department in Pakistan?” 
asked Mr. Smith. “That’s right,” 
said the AIU man. 

It was as easy for Mr. Smith as in- 
suring risks inside the USA. You 
can see the reason for Mr. Smith’s 
Jinnah Cap. Hisclient is happy, too. 
Let AIU show you how you, too, 
can participate in this lucrative, 
overseas business. Call the AIU 
office nearest you. Ask for Dept. L. 


WORLD, 
~) AMERICAN 


All INTERNATIONAL 
UNDERWRITERS 


Boston * Chicago ¢ Dallas * Denver ¢ Houston 
Los Angeles * Miami * New Orleans * New York 
Portland e San Francisco e Seattle Tulsa e Washington 


49 





now! 


a fiduciary bond 
order blank 


for up to 


3,000 


from American Surety 


Here it is—an order blank for admini- 
strators, executors and other short-term 
Fiduciary Bonds—but this one is for 
up to $25,000! It takes the place of a 
signed application. It’s a quick and 
easy way to write this desirable busi- 
ness. The only paper work required is 
just the order blank...an attractive 
feature to attorneys and clients. 

(As a steady and profitable premium 
and commission producer, this busi- 
ness can scarcely be topped—because 


these bonds are required by law and 
are always in demand. 

Premiums are often collected for 5, 10 
or even 20 years—and can lead to substan- 
tial new business in other lines, includ- 
ing Fire, Life, Accident and Sickness! 

Send for a copy of “MaILroap to 
Prorits,” our monthly sales-aid for 
agents. A current issue features Fidu- 
ciary Bonds and tells how to follow-up 
for additional lines from the same 
sources. Write for your copy today. 


AMERICAN SURETY 


COMPANY 


FIRE + FIDELITY AND SURETY BONDS 
CASUALTY * INLAND MARINE 


Affiliate: The American Life Insurance Company of New York 


100 Broadway, New York 5, N. Y. 








2,700,000 


U.S. Armed Forces Members and Their Families Are 


PERFECT PROSPECTS 


You'll agree, when you read THE PERFECT PROSPECT, a special 
report on the insurance potential of the military market. Compiled 
by John J. Ryan, noted market consultant, THE PERFECT PROS- 
PECT is power packed with information about U. S. Armed Forces 
members and their families—the perfect prospects for life insurance. 
Send for your free copy of THE PERFECT PROSPECT today! 


Barton F. Walker, Lt. Col., USAR (Ret.) 


WRITE: 


ARMY TIMES PUBLISHING CO., Dept. S-2 


2020 M Street, N.W., Washington 6, D. C. 





| 
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and the yield attractive. Both will 
change rapidly once the growth 
possibilities are generally accepted 
and a large part of the growth 
achieved. 


Office Equipment Jumps 


A good example of a change in 
an industry is that of the office 
equipment stocks. Due to new tax 
methods, social changes and wars, 
all companies found themselves 
keeping more records for govern- 
ment. Both Federal and State gov- 
ernments needed more facts and 
figures. Just keeping figures on 
social security, withholding taxes 
and unemployment taxes, to name 
a few created a considerable busi- 
ness expense. Naturally the cheap- 
er this information could be sup- 
plied the less strain on profit mar- 
gins. Some investors realizing the 
need to keep expenses down began 
to examine the companies that 
were likely to benefit from such 
chores for the government. 

Addressograph-Multigraph Cor- 
poration, as an example, aroused 
investment interest in 1953. Inci- 
dentally, at that time the stock 
was selling at a_ price-earnings 
ratio of 9.8 and giving a return of 
5.3 per cent. It was not yet a 
growth stock although the growth 
had begun for those able to see it. 

The manufacturers of material 
handling equipment is another 
group that should have a future if 
we are to maintain our high stand- 
ard of living and reasonable profit 
margins for business. In this con- 
nection, Electric Storage Battery, 
which supplies the power source 
for many material handling units 
—particularly those operating in- 
doors—is an indirect beneficiary of 
the trend towards more efficient 
operation. 

While the present prosperous 
era, which seems well launched, be- 
comes more expansive, investment 
programs should receive increasing 
scrutiny. Many cyclical stocks may 
far outrun reality. Even though it 
may be painful to sell and pay the 
capital gains tax, it could be even 
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more painful to see your capital 
undermined and dividend income 
reduced at a later date. As the 
overdiscounting of the future takes 
hold, it would seem wise to increase 
your percentage of stable industry 
stocks. Short term bonds would also 
add to the stability of a portfolio. 
These short term bonds may be 
giving attractive yields, and they 
will be little affected by any infla- 
tion factor. 


Increasing Values 


All this is going to be hard to 
do because the cyclicals will be the 
ones that will be increasing port- 
folio values. Even so, it would be 
well to keep in mind that you are 
competing with more professional 
investment management than in 
the past. These professional brains 
will be watching with you for the 
signs that may spell economic trou- 
ble. It is, therefore, not going to 
be profitable to wait until a change 
in economic outlook becomes ob- 
vious. That is why it is necessary 
to keep true values in mind and 
to gradually build your defenses 
against adversity. 

Major trends do not reverse 
themselves suddenly. However, 
once a reversal does get underway 
and is persistent and we can not 
assume that the Federal Govern- 
ment will always be able to prevent 
such a reversal from feeding on it- 
self. Similarly with investment 
plans, you should not be forced to 
make sudden shifts. Your plans 
should be flexible and directed to- 
wards the protection of your in- 
vestments by the time it has be- 
come obvious that business is in 
for an adjustment period. 

Since investing money is usually 
a long term business, the objective 
is not to be smart today and dumb 
tomorrow. Rather, it is to plan 
carefully and to show progress 
year by year even though the eco- 
nomic cycle may at times leave 
much to be desired. Too much pres- 
ent enjoyment of the great hopes 
of cyclical industries during pros- 
perous periods or too much blind 
acceptance of acknowledged growth 
stocks can seriously weaken any 
long-range plan designed to show 
progress year by year. The time 
to think and frequently to act is 
when the skies are blue. 
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"We planned if that way, Harvey!" 


Our sales increase of 28% over last year 
was the planned goal of field and home office 
for their own future. It’s resulted in actively 
moving into Commercial Group Plans... 
expanded offices . . . solid growth and develop- 
ment. It’s opened a wide range of oppor- 
tunities for competent representatives at all 
levels—agents, branch and district managers. 


You will go places with a company that’s going places 


Write: G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


There’s only one 


Shenandoah Life 





INSURANCE COMPANY 


Home Office « Roanoke, Va. 


Mutual Life Insurance Company Owned By And Operated For Its Policyholders 





These Monthly Letters Are 
Imprinted Especially for You To Create Prestige 
EXECUTIVE VIEWPOINTS ... INSURED PENSIONS <a 


PLOYEE BENEFIT PLAN REVIEW .. . NET AFTER TAXES... 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 


Write for Sample Copies 


CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
180 W. Adams Street, Chicago 3, i. 











IRWIN SOLOMON & CO. 
CONSULTING ACTUARIES MANAGEMENT CONSULTANTS 
EMPLOYEE BENEFIT PLANS 
342 Madison Avenue New York 17, N. Y. 











Products and Services: Booklet 
Looks at School Construction 


School construction problems are 
discussed in a pamphlet by the 
Surety Association of America. 

The pamphlet reprints an ad- 
dress by I. Roy Psaty, president 
of Psaty & Fuhrman, on “Prob- 
lems Which Occur Frequently in 
Schoolhouse Construction.” 

Problems peculiar to school 
building construction are analyzed 
as well as labor-management rela- 
tions, contract administration, and 
avenues whereby economies may 
be effected in school construction. 

Also covered is the role of surety 
bonds in school construction. 


For Further Information Circle 4 on Card 


New Medium ‘Brain’ 

Minneapolis - Honeywell Regula- 
tor Company announces a medium- 
scale ‘800’ computer operated by 
transistors. Machine is described 
as requiring only a tenth of the 
floor space and power of systems 
without transistors. Little air cool- 
ing is needed. Building block de- 
sign enables growth companies to 
start with a minimum amount of 
equipment and add to it as their 
business expands. 

Central processor can communi- 
cate simultaneously with as many 
as eight input and output devices. 
Hence several programs can be run 
through at one time. Orthothronic 
Correction, Honeywell’s data-pro- 
tection principle which makes it 
possible to reconstruct lost, dam- 
aged or garbled data instantly and 
automatically, is standard equip- 
ment on the ‘800.’ Computer com- 
bines high internal speeds and 
large memory capacity with both 
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USE REPLY CARD ON PAGE 55 


For more information on one or more of these 
items, tear out the reply card. Circle on if the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


binary and decimal arithmetic. 
Floating point arithmetic is avail- 
able as an option. 


For Further Information Circle 5 on Card 


Decorated Panels of Safety Glass 


First Chicago firm to install new 
“Glas-Wich” laminated safety glass 
for entrance and interior windows 
is the Continental Assurance 
agency there. A recent development 

# 
aT 


by Dearborn Glass Company, the 
panels are composed of one or more 
patterned glass inserts laminated 
between two clear sheets of safety 
glass. Designs can be transparent 
or completely opaque in a variety 
of patterns. 

The Continental agency selected 
a design of fern leaves against a 
background of gold threads. 


For Further Information Circle 6 on Card 


Savings on Office Copying 


How office copying can save 
money and increase efficiency is de- 
scribed in a new 16-page illustrated 
booklet by Eastman Kodak. 

Entitled “4 Versatile Office Time- 
Savers,” it is available without 
charge. 


For Further Information Circle 7 on Card 


Study of Local Agency Costs 


Latest issue of “What It Costs to 
Run An Agency” has been pub- 
lished by Rough Notes. This cost 
study makes it possible for you 
to compare your agency with thou- 
sands of others of similar size. 

Now in its eighth edition, book 
combines responses from over 60,- 
000 questionnaires sent to local 
agents last year. Results are cor- 
related with similar cost studies 
over the past 22 years. Tables and 
charts supplement the text. Single 
copy is $1.50 with reductions on 
quantity orders. 


For Further Information Circle 8 on Card 


Life Insurance as Career 


If your child is interested in a 
business that not only safeguards 
the future of the American family 
but also is of major economic im- 
portance to the nation, life insur- 
ance may be the career for him, 
according to Clarence J. Myers, 
president of the New York Life. 

Mr. Myers discusses opportuni- 
ties in the life insurance business 
in an article, “Should Your Child 
Seek a Career in Life Insurance,” 

Continued on page 54 
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IBM 


MANAGEMENT 
INTERVIEW 








MUST GROWTH BE COSTLY? 


How Provident Life and 
Accident met the challenge... 
with two IBM 650's. 





To solve the complex problems of =" 
growth, more and more insur- 
ance companies have turned to 
electronic data processing. Most 
often they turn to the IBM 650. 


Typical of these is Provident Life 
and Accident Insurance Com- 
pany of Chattanooga, Tenn.— 
with two IBM 650’s. What can 
this company report? Here, with 
the facts on Provident’s installa- 
tion, is Henry C. Unruh, Vice 
President and Chief Actuary. 


H.C. Unruh: “Our IBM 650’s are put- 
ting us in a better competitive position.” 


To begin with, what were some of the problems you 
Q. faced that interested you in the IBM 650? 


They could be summed up in one word—GROWTH. 
A « With our rapid expansion we were faced with in- 
creases in clerical expense, increases in office space require- 
ments, and the inevitable increase in normal human error. 


Q. What methods had you used before the IBM 650? 


A We had some tabulating equipment, but many of 
* our computing and clerical operations were handled 
manually. Our business consisted of more than 3,000 group 
insurance contracts, each covering anywhere from 25 to 
27,000 persons, plus hundreds of thousands of individual 
life and accident insurance policies comprising many dif- 
ferent combinations of coverage. 


Since you switched over to an IBM 650 operation— 
what benefits have you gained? 


You can break it down into two areas—new and old 
business. In new business the IBM 650’s enable us 
to maintain a better competitive position. We were able, 
for example, to work out two new life insurance plans—a 
rush job—in just a week. Without the IBM 650, the job 
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would have had to wait for six months because of other 
pressing work. Our new business production was signifi- 
cantly increased—and of course the morale of the agency 
force improved. 


Q. How about old business? 
A We're using our IBM 650’s for premium billing, 
* 


premium and commission accounting, and experience 
statements for ordinary and group life, and individual and 
group accident and sickness. Benefits in time, cost and space 
saving here are substantial. But we like to think of the num- 
ber of special uses of the 650. 


Q. For example? 


We did a rate revision job for some twenty thousand 
A. policies which completely eliminated costly manual 
procedures. We wrote a program for the IBM 650 which 
automatically updated the policies and bills. Not only did 
we get the new rates into our billing system months earlier— 
but we relieved our normal staff of experienced employees of 
a tremendous amount of overtime work, costly in money and 
in accuracy. ‘ 
Are you planning further expansion of your data 
Q. processing equipment in the future? 


While the two 650’s meet our present needs, Provi- 
A, dent’s anticipated growth will require a larger tape 
system. The company has ordered the recently announced 
IBM 7070 for installation in a new home office building, 
now under construction. 


IBM 650 at work: Provident’s second system was installed just 
a year after the first. 


IBM 


DATA PROCESSING 


Ask your IBM representative about the new IBM Series 50 
... the low-cost punched card system designed especially to 
fit the budget of smaller, growing businesses. 





New Products and Services 


Continued from page 52 


appearing nationally as the thirty- 
fourth in a series of public service 
advertisements of the New York 
Life. 

Free copies of a booklet contain- 
ing the article are available. 


For Further Information Circle 9 on Card 


Publish Your Own Magazine 


Allied Publications, Nashville, 
Tenn., publishes customer-contact 
magazines for insurance agencies. 
Magazines are published once every 
two months on a minimum order 
for 50 copies. Only local indepen- 
dent agencies are eligible. When 
an order is accepted, the agency 
has an “exclusive” on the publica- 
tion for its city. 


For Further Information Circle 10 on Card 


Take the Next Step 


UP! 


Join the March to 


NAAIG* 


3 


Life or A&H 


If it's opportunity you're after, North American 
Accident Insurance Company will qualify a 


limited number of producers for key positions 


in its sales organization, that’s 


why we're looking for 


NEW PRODUCERS WITH 

NEW IDEAS 

Whether you are a veteran Life or A&H man 
anxious to carve out a fresh future—or a new- 
comer cager for success in minimum time—get 


on the bandwagon with our 


We NEW STREAMLINED LIFE PORTFOLIO! 


Realistic rates . . 


. hard-hitting sales aids. 


NEW GROUP FACILITIES-LIFE AND A&H! 


With this equipment you compete and win! 


iy OUTSTANDING AGENCY CONTRACT! 


Ask any NAAIC* representative. 


Form Flow Separator 


For separating multi-part forms, 
the Standard Register Company is 
marketing a new forms separator. 
The Form Flow Vertical Separa- 
tor is motor-driven, operates in- 
dependently of the forms writing 
machine, and has been designed for 
quick and easy operation, as well 
as economy. 


The Vertical Separator performs 
its job by guiding one part of a 
multi-part form set down one side 
and the remainder of the set down 
the other. Carbon is disposed of by 
a rewind spindle. The guide chutes 
and refold trays are adjustable to 
various angles and will take any 
weights of paper and carbon. 


For Further Information Circle 11 on Card 


Guide to Traffic Safety Program 

The General Federation of 
Women’s Clubs, comprising seven 
million members, has started a 
huge traffic safety project. Open- 
ing step in the campaign was publi- 
cation of a booklet, ‘‘Passport to 
Safety,” urging better licensing 
procedures. 

Keynotes of the program are 
letting officials know of club- 
women’s desire for needed license 
reforms, and supporting official 
programs to improve state licens- 
ing procedures. 

Booklet was published through 
the courtesy of the Allstate Foun- 
dation. 


For Further Information Circle 12 on Card 


PLUS top commissions and level A&H renewals . . . no branch offices 


to compete with you. . . bonus incentives. Join the March to NAAIC* 
. write S. R. Rauwolf, Vice President, Dept. 18 


American Accident Insurance Company 


A Stock Company + Licensed to operate in 48 states and the District of Columbia 


FOUNDED 1886 
Flexible Management Chart 
Chartmakers’ Execu-flex is a 
permanent wall chart on which 
changes can be made in minutes. 
LIFE - ACCIDENT - HEALTH The board consists of a walnut 


209 South La Salle Street - Chicago 4, Illinois Continued on page 57 
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Ma MAIL THIS CARD Ea 


for more information about numbered 
items under “Products and Services,” 
“Contracts and Policies" and Bookshelf” 


270 279 288 


272 281 


Executives Bookshelf 


Master Tax Guide 


Prepared by Commerce Clearing House editors, “1959 
U. S. Master Tax Guide” explains the basic rules affecting 
business or personal income tax questions, and assists in 
tax planning. It is based on the Internal Revenue Code as 
amended to date of publication, including all 1958 federal 
changes, and controlling court decisions. Included are handy 
rate tables, withholding tables, check lists of deductible 
and non-deductible items. 448 pages. $3. 


For Further Information Circle 265 on Card 


Text on Property Insurance 


“Property Insurance,” by Robert E. Schultz of the Uni- 
versity of Southern California, and Edward C. Bardwell 
of the Massachusetts Bonding and Insurance, has been pub- 
lished by Rinehart & Company. Up-to-date and written 
from the point of view of the insurance underwriter, book 
can be training aid for today’s young agents. 

Using typical examples, the authors show how to analyze 
standard forms of fire, theft, casualty, transportation and 
other property insurance. The new mercantile block and 
homeowners policies and the little understood time element 
coverages are fully explained. 512 pages. $6.90. 


For Further Information Circle 266 on Card 


First Governor of Federal Reserve 


When Benjamin Strong took office as governor of the 
Federal Reserve Bank of New York in 1914, there was no 
operating system, only a Congressional Act authorizing 
new banking procedures. Strong, not yet 42 years old, 
took on extraordinary responsibilities and powers. This 
book, by Lester V. Chandler, studies the man and his 
actions in the face of new challenges. 

Titled “Benjamin Strong, Central Banker,” the book is 
largely based on unpublished letters of Strong’s, and other 
correspondence. Professor Chandler of Princeton Uni- 

Continued on next page 
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versity also brought to the subject his own extensive 
knowledge of banking and public policy. Work was pub- 
lished by the Brookings Institution. 495 pages. $6. 


For Further Information Circle 267 on Card 
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LOMA Conference Proceedings 

The 1958 Conference Proceedings of the Life Office Man- 
agement Association have been published in book form. 
Volume contains the various papers and reports presented 
at the association’s annual conference. Supplementing the 
text are numerous forms, charts, and illustrations. 300 
pages. $8.00, plus $0.25 handling. 


| | | | | | | | | | | | | | | | | : For Further Information Circle 268 on Card 
“Who's Who of American Women” 


Nearly 20,000 outstanding American women are included 
in “Who’s Who of American Women.” This new biennial 
publication by the publishers of ‘‘Who’s Who in America” 
covers practically every known field of business, including 
insurance, banking, and real estate. 

Work on this initial volume was aided by the Women’s 
Archives at Radcliffe College, and by a number of national 
organizations which served as advisory patrons. 1480 
pages. Publisher is Marquis—Who’s Who. 

For Further Information Circle 269 on Card 
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Safety Study for Petroleum Refining 


Second edition of textbook, “Safety in Petroleum Re- 
fining and Related Industries,” includes new material on 
jet fuel handling; oxygen plant safety, and information on 
fires and explosions occurring since the first edition in 
1950. Author is George Armistead, Jr., consulting engineer 
of Washington, D. C. Textbook is published by John G. 
Simmonds, oil insurance underwriters. 500 pages with 250 
photographs and diagrams. 
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Continued from page 54 


panel on a black lacquer base. 
Graph lines, letters and figures 
with pressure sensitive backing are 
supplied in a convenient kit. Chart 
can be changed and brought up to 
date at will, without removing the 
board from the wall. 


For Further Information Circle 13 on Card 


Detector for Combustion Gases 

Pyr-A-Larm, made by the Pyro- 
tronics Division of Baker Indus- 
tries, detects combustion gases gen- 
erated by fires before there is flame 
or heat. Unit has the approval of 
Underwriters’ Laboratories and 
Factory Mutual Laboratories. 

Alarm can be integrated with 
central] stations, municipal and 
local fire alarm systems, or any 
other type of notification. It offers 
low cost maintenance and long in- 
stallation life, and can be ready for 
immediate re-use by resetting the 
circuit after an alarm. 


For Further Information Circle 14 on Card 


Portable Microfilm Unit 


Camcopy offers a portable 35 
mm unit for making microfilms of 
any material for reports, such as 
hospital and accident reports or 
other information needed by ad- 
justers. Unit weighs five pounds 
and will microfilm any document 
up to 9% x 15 inches. It is preset 
and prefocused. Strobe light en- 
circles the camera lens and a 
battery operates the unit so it can 
be used anywhere. 

A microfilm reader is also avail- 
ble which projects the entire nega- 
tive on the screen. Prints in size 
814 x 11 inches can be produced 
directly from the reader. 


For Further Information Circle 15 on Card 


Booklet on High Speed Printer 
Surroughs’ ElectroData Division 
offers a four-page brochure describ- 
ing the new Burroughs 220 High 
Speed Printer System. Machine 
prints out copy direct from the 
computer or from magnetic tape 
Continued on page 58 
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o COVERAGE * Home, 


AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE + ORLANDO, FLORIDA 
NATION-WIDE 
CLAIM 
SERVICE 


y 
© SURETY BONDS * 


OLD POLICIES ARE LIKE OLD FRIENDS 


ECENTLY cne of our long time policyowners, upon the maturity of 

his contract wrote us, “I realize my policy should be returned upon 
maturity, but it has been such a valuable friend in need through the 
years that I have become very attached to it and although it is only a 
piece of paper, I would like to keep it for its sentimental value.” 

Naturally we complied with his request; upon setting up an income 
settlement, we cancelled the policy and returned it to him. 

While such a request might be somewhat unusual, it serves to point 
out what all of us in the life insurance business have known for a long, 
long time: The older a policy the more valuable it becomes. 

With most products just the opposite is true. It’s the newest and latest 
model that catches the buyer’s eye—and his pocketbook. Even though 
the old model is still available, it is often replaced by the more glamorous 
new design. 

Dedicated career underwriters, despite their desire to make new sales, 
make certain their policyowners realize that life insurance is different— 
that ‘‘old policies are indeed old friends” that cannot be replaced. 


N/W NATIONAL 
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NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY OF MINNEAPOLIS 
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Consulting Actuaries 
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Springdale, Conn. 
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KEMPER GROUP ANNUAL DIRECT 
PREMIUMS PASS $200,000,000 


New milestone in unique growth record 


Our growth is important to you because it is tangible proof that our policy- 
holders like the high quality protection which we provide. And satisfied 
policyholders (who renew year after year and who tell thei eir friends about you) 
are your best guarantee that your agency will continue to grow. 


In addition to offering a quality product for you to sell, we will help you 
sell it. As a Kemper company representative, you’ll benefit from: 


@ Complete multiple-line facilities including life* and ocean marine. 
Competitive advantage of dividend-paying policies, helping the agent gain 
and hold policyholders. 


Powerful national advertising support. We have a notable record for promoting 
the American Agency System through newspapers, television and other media. 


Skilled selling help—specialty men on commercial risks, extensive sales aids, 
a great variety of sales literature on every kind of insurance. 


Comprehensive educational programs — resident training courses, correspon- 
dence courses and field meetings. 


If you would like the opportunity to grow with our companies, write for full 
information: Agency Praleetion Department, Home Office, Chicago 40, Illinois. 
“Available in 19 states 

Lumbermens Mutval Casualty Company 

American Motorists Insurance Company 

Fidelity Life Association 
American Manufacturers Mutual insurance Company 
Federal Mutual insurance Company 


Divisions of KEMPER Insurance 
Chicago 40 





Order Now 


The Spectator's FIRE INDEX 


Complete financial exhibits for both 
stock and mutual fire insurance companies 


$3.00 
THE SPECTATOR, Chestnut & 56th Streets, Philadelphia 39, Pa. 








New Products and Services 


Continued from page 57 


at up to 1500 lines per minute. 

Salient features include auto- 
matic editing, built-in checking, 
simplified plugboard programming 
and on- or off-line operation. 


For Further Information Circle 16 on Card 


Multiply on Separate Keyboard 


Model 3541F printing calculator 
made by Addo-X, Inc., has a sepa- 
rate finger-shaped keyboard for 


rapid multiplication. The machine 
automatically performs the multi- 
plication by the number on the 
key depressed. All figuring is elimi- 
nated. The operator just sets up 
the mutiplicand and the mutiplier 
on the keyboard. When the total 
key is depressed, the result is ob- 
tained instantaneously. Work is 
faster, due to the automatic “short- 
cut” operation when multiplying 
by figures higher than four. 

New model also has automatic 
subtract-multiplication and an ex- 
clusive decimal point indicator 
which is easily set in any one of 
nine different positions. 


For Further Information Circle 17 on Card 


New Glue Developed 


An improved glue for ungummed 
labels has been developed by Glue- 
Fast Equipment Company. Bring- 
ing added efficiency to shipping 
rooms, the “GF#5” glue can re- 
main in manually operated gluers 
overnight without crystallizing, 
thus eliminating daily wash-ups. 


For Further Information Circle 18 on Card 
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Jet Age 


Continued from page 33 


operating temperatures and the 
ingestion of foreign matter which 
may cause extensive engine dam- 
age. The engine’s hot end is being 
gradually destroyed by fire at all 
times. This would be accelerated 
by an improper supply of fuel or 
other malfunction. Solid objects 
such as tools or stones sucked into 
the engine can do extensive dam- 
age. Small particles of dust or sand 
ingested will result in an expensive 
engine overhaul long before the 
scheduled overhaul time. One en- 
gine alone can cost over one quar- 
ter of a million dollars so any dam- 
age is no small item. 

One approach to handling the 
subject in an all risks policy is 
with an exclusion for damage to 
the engines and then a list of 
named perils of normal loss as ex- 
ceptions to the exclusion. Along 
with this, the use of a high de- 
ductible per engine may help un- 
derwriters avoid normal wear and 
tear losses and operational ex- 
penses of the airline. 


Costly Maintenance 

High valued jet aircraft require 
costly maintenance and handling 
equipment. This creates a concen- 
tration of aircraft at a few large 
maintenance and passenger termi- 
nal locations. Underwriters should 
include a catastrophe limit in each 
policy and when establishing the 
limit bear in mind the exposures 
of other insureds who may be us- 
ing the same location. 

The introduction of pure jet and 
turboprop transports has had a 
drastic effect on the market value 
of other aircraft. Many transport 
aircraft now have a market value 
of less than half of that of one 
year ago and their prices still are 
continuing to decrease. Under these 
conditions the valued form of policy 
is not advisable. Aviation under- 
writers must keep right up to date 
on the current market value of all 
aircraft in order not to over in- 
sure. 

After 
consistent 


of comparatively 
underwriters 


years 
values, 
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must now realize the 
much higher rates for aircraft 
having greatly reduced values. 
Partial losses are not reduced by 
the change in value of the plane 
and the premium dollars allocated 
to their payment should remain 
unchanged. 


need for 


Close Cooperation 


The aviation industry by its very 


nature has always created prob- 
lems for insurers uncommon to 
other forms of insurance. Add to 
this a new type transport with 
problems unique to even aviation 
and it becomes apparent that in 
the future to properly understand 
our problems, it will be necessary 
to keep abreast of aviation de- 
velopments and have close coopera- 
tion among aviation insurers and 
reinsurers. 





locally. 


and make a sale. 


clients. 
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Too much 
trouble to sell 
Pension Plans? 


Not af you let us help you. 
You get from us: 


Complete line of pension and profit-sharing 
products, both group and individual. 
Flexibility in the use of these products to fit 
the individual needs of your client. 
Experienced technical assistance available 


Proved techniques and methods to make it 
easy to get all the facts, design the best plan 


Provocative sales ideas to interest your 


Want to know more? Just give our local office a 
call. Connecticut General Life Insurance 
Company, Hartford. 


CONNECTICUT GENERAL 











Choosing the right career is rarely an easy decision, 
especially for a young man exposed to a series of 
tempting offers. This was the situation confronting 
Maurice M. Stern, CLU, in June, 1936, when at the 
age of nineteen he graduated cum laude from 
Harvard University. Many avenues of opportunity 
were open to him; how could he be sure he would 
choose the right one? 

Any uncertainty Mr. Stern may have had about his 
future then is definitely nonexistent today. As a 
professional life underwriter in New Orleans, repre- 
senting The Union Central Life Insurance Company, 
he can single out many personal accomplishments 
to substantiate the wisdom of his decision. Not 
only has he been a consistent winner of top honors 
in both his Agency and his Company, he has earned 
frequent recognition of the life insurance industry, 


SUCCESS 
JUSTIFIED 
HIS 
CHOICE 


including coveted membership in the celebrated 
Million Dollar Round Table. 

And not once has he relaxed in his desire to merit 
the confidence of those who look to him for counsel 
and direction in planning the security of their 
financial futures. As a graduate of the Institute 
of Insurance Marketing at Southern Methodist 
University and recipient of the distinguished CLU 
designation from the American College of Life 
Underwriters, Mr. Stern has combined intelligence 
and determination with genuine sincerity of purpose 
to earn for himself a position of prominence and 
responsibility among the business leaders of his 
community. 

A business or profession succeeds only so far as its 
people succeed. And because of people like Maurice 
Stern, none has grown so rapidly and so dramatically 
in recent years as the life insurance business. 


Willard E. Robertson, prominent Weekends are reserved for family 


automotive dealer and _ distributor recreation, usually at the 


New 


for a four-state area and client of Orleans Lawn Tennis Club, oldest 


Mr. Stern, points out some of the 


in America. Here, Maurice instructs 


features which have made Volks—- daughter, Charlotte, while his wife, 
wagen so successful in recent years. June, and daughter, Deborah, watch. 


Maurice Stern is past president and board member 
of Kingsley House. He is pictured here with 
Nancy C. Evans, Head Resident of this neighbor- 
hood center which provides community facilities 
ranging from Nursery Schools to Oldsters Clubs. 
Other agencies he has served are Children’s 
Bureau and Association for Retarded Children. 


THE UNION CENTRAL LIFE INSURANCE COMPANY +- CINCINNATI 


Security for the American Family since 1867 
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NEW CONTRACTS AND POLICIES 


Premium Grows with Income 


Over 10-Year Period 


Prudential adds the Modified 
Life 5-10 to its lines. Policy calls 
for about half the ultimate premi- 
um for the first five years, about 
three quarters for the second five 
years, and the ultimate premium 
from the 11th year on. Contract is 
based on company studies showing 
that many young persons’ incomes 
increase about 100 per cent by the 
end of ten years. 

Issue ages are 17 to 50 inclusive 
and minimum face amount is 
$5,000. At issue ages 40 and under, 
the policy allows the insured to pay 
a higher premium beginning at age 
50 to make it fully paid up at 
age 65. 

For Further Information Circle 226 on Card 


“65-Plus” Health Insurance 

Health insurance for 5,660,000 
men and women 65 years of age or 
older is being offered now in seven 
Eastern states by Continental Cas- 
ualty. 

Called ‘65-Plus,” the  revolu- 
tionary plan first became available 
on January 15 to senior citizens 
living in New York, Connecticut, 
New Jersey, Pennsylvania, Ohio, 
Maryland, Delaware and the Dis- 
trict of Columbia. 

Enrollment period will be lim- 
ited, but there are no restrictions 
as to maximum age or physical 
condition. No medical examina- 
tion is required. Disabilities that 
originated before the policy was 
issued are covered beginning six 
months after the effective date of 
the policy. Other injuries or ill- 
nesses are covered immediately. 
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The new policy costs $6.50 
monthly. It provides benefits up to 
$10 per day hospital room and 
board for a maximum of 31 days 
for each hospital confinement. In 
addition, up to $100 is allowed for 
miscellaneous hospital expenses, 
and from $5 to $200 for surgeon’s 
fees, depending on surgery re- 
quired. 

Company states that no individ- 
ual policy can be canceled or 
changed, except for non-payment 
of premium, unless all 65-Plus 
policies throughout a state are can- 
celed or changed. 

Continental Casualty first intro- 
duced 65-Plus insurance in Iowa 
in the fall of 1957. Last year, it 
offered the policy in [linois, Wis- 
consin, Indiana and California. 
Some 50 persons 100 or more years 
of age have enrolled in the plan to 


date. 
For Further Information Circle 227 on Card 


Hartford Offers Association A&S 


Hartford Accident and Indemni- 
ty has entered the field of associa- 
tion group A & § insurance. Com- 
pany offers plan to members of 
business and professional associa- 
tions in existence two years, not 
formed for purposes of insur- 
ance, and having a constitution and 
by-laws. 

Coverages include Accidental 
Total and Partial Disability, Sick- 
ness Total Disability, Hospital Ex- 
pense, Major Medical Expense, and 
Accidental Death and Dismember- 
ment. Eligible dependents of mem- 


WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 54 and 57 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


bers can be brought under the Hos- 
pital and Major Medical covers. 

Eligible groups include associa- 
tions and societies of doctors, law- 
yers, dentists, druggists, architects, 
accountants, brokers, contractors, 
merchants and similar professional 
and business organizations. The 
program is available in all states 
except New York. 


For Further Information Circle 228 on Card 


Term Plus Paid-Up at 65 
Patriot Life, New York, a sub- 
sidiary of C.I.T. Financial .Corpo- 
ration, offers a combination term 
and whole life contract called 
Whole Life Reducing at age 65. 
Policy is issued for a minimum 
amount of $10,000. At age 65, one- 
quarter of the original face amount 
becomes paid up insurance. 


For Further Information Circle 229 on Card 


Dollar Guard Medical Plan 


In addition to its commercial 
A&S contracts, Great-West Life, 
Winnipeg, now has non-cancellable 
and guaranteed continuable poli- 
cies. 

The Dollar Guard medical ex- 
pense plan is guaranteed continu- 
able. In the U. S., the series com- 
prises lifetime hospital and sur- 
gical plans and a major medical 
plan. 

In Canada, the Dollar Guard con- 
tract has been especially designed 
to augment the standard ward care 
provided in government hospitali- 
zation plans. Government hospitali- 
zation is in force in eight of the 
ten provinces. 


For Further Information Circle 230 on Card 


Mutual Benefit Adopts 


° o6 
Family Provision 

Mutual Benefit Life of Newark, 
N. J., offers a Family Provision 
with a unit of term insurance on 
the wife and children for each 
$5,000 of life insurance owned by 


Continued on page 62 
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New Contracts and Policies 


Continued from page 61 


the husband. Coverage on the wife 
decreases for several years and is 
level thereafter to the expiry date. 
This coverage is never less than 
$1,000 per unit and can be con- 
verted at expiry. 

Children aged 15 days to 6 
months are insured for $250, and 


for $1,000 term after 6 months up 
to age 25. Maximum limit is four 
units. Any amount payable at 
death may be applied under settle- 
ment option in husband’s basic 
policy. 


For Further Information Circle 231 on Card 


Annual Premium Annuity 


Sunset Life, Olympia, Wash., has 
added an annual-premium annuity 
to its portfolio. Policy may be 
written as a life annuity or as a 











Running out of referred leads? 
Need a new center of influence? 
Ask about General Agency opportunities 
with 
The center of influence in the trade union market 


For additional information write to: 


Agency Dept. 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 70th St., New York 21, N. Y. 

















life annuity with a guaranteed 
period, either 10 or 20 years. Dis- 
ability waiver of premium may be 
added. 

In event of death before the re- 
tirement date, the death benefit is 
the annual premium times the 
number of years the policy has 
been in force, or the cash value, 
whichever is greater. 


For Further Information Circle 232 on Card 


° ° 
Retirement Annuity 

Northwestern Mutual Life, Mil- 
waukee, has an individual retire- 
ment annuity plan, formerly han- 
dled only in connection with pen- 
sion trusts. Plans are issued, with- 
out physical examination, at ages 
18 to 50, 55 and 60 maturing at 
ages 60, 65, and 70 respectively. 

Plan can be combined with in- 
surance features to make it the 
equivalent of a retirement income 
life insurance policy. 


For Further Information Circle 233 on Card 


Bankers Life Adds 


Optional Benefits 

Bankers National Life, Mont- 
clair, N. J., has added a Participat- 
ing Ordinary policy to its line. 
Featured are a full line of optional 
benefits. The new guaranteed in- 
surability rider, just adopted by 
the company, can be added to this 
contract. Other benefits that can 
be added are return of premium, 
and the usual accidental death 
benefit, waiver of premium or full 
disability, and family income rider. 


For Further Information Circle 234 on Card 


Contracts and Policies Notes 


Bankers National Life, Mont- 
clair, N. J., has raised to 3 per 
cent the interest rate on divi- 
dends and proceeds left on de- 
posit without withdrawal privi- 
leges. With right to withdraw, 
rate is 24% per cent. 

Berkshire Life raised its non- 
medical limits to $15,000 for all 
ages up to 30. Maximum issue 
limits for standard risks have 
been increased to $400,000 for 
ages 20 through 55. 

Connecticut Mutual Life  in- 
creased interest rates to 3.6 per 
cent on policy proceeds under in- 
come settlements. New rate for 
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dividend accumulations is 3.5 per 
cent. Dividend increase affects 
all policies written before Janu- 
ary 1, 1958. 

Equitable Life Assurance Soci- 
ety adopts the option to purchase 
additional insurance without 
medical examination at specified 
later years. Premiums for women 
have been reduced on plans start- 
ing at $10,000. 

General American Life declares 
an increase to 10 per cent on divi- 
dends payable at the end of the 
fourth policy year on its Business 
and Professional Men’s Income 
Protector plan with 60 and 90- 
day waiting periods. 

Maine Fidelity Life adds the 
guaranteed purchase option to its 
portfolio. Up to $60,000 in pro- 
tection can be purchased in the 
future without evidence of insur- 
ability. 

National Life of Vermont now 
grades premiums by size of pol- 
icy. Lower rates are offered to 
women, and the over-all level of 
gross premiums has been re- 
duced. A Check-O-Matic plan is 
available. 

Protective Life, 
Ala., now grades 
size on plans with a minimum 
face amount of $5,000. 

Prudential has set up a four- 
band premium rate structure for 
most of its ordinary 
Quantity discounts are 
lished according to these bands, 
with Band I (the basic band) em- 
bracing face amounts from $2,000 
to $4,999. Company will discon- 
tinue most of its regular ordinary 
policies under $2,000. 

State Mutual Life now insures 
one parent and dependent chil- 
supplementing its family 


sirmingham, 
premiums by 


policies. 
estab- 


dren, 
plan. 

Zurich-American entered the 
group credit life and A&H busi- 
ness With the establishment of a 
division within its group depart- 
ment. 

Northwestern Mutual Life, Mil- 
waukee, reduced gross rates on 
new policies. Lower rates are in 
effect for women, and the com- 
pany will increase dividend rates 
for present women policyholders. 

Postal Life of New York has re- 
duced the minimum face amount 
of its Executive Special policy 
from $15,000 to $10,000. 
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PROVIDENT 


NEW MODEL WITH THE FIELDMEN’S TOUCH 


Provident’'s new life insurance rate book, which became 
effective January |, includes many suggestions from the 
experts — the men who will use the new manual. It’s 
all new from cover to cover. Now that the fieldmen 
have had a chance to examine a unique Volume Savings 
Principle, improved settlement options, and the new line 
of policies for women, the verdict is unanimous — an 
enthusiastic reception everywhere. Indications are that 


1959 will be a year of record earnings for Provident life 


producers. 
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REINSURANCE 
_ Casualty 
Fidelity 
Surety 


Security Mutual Casualty Compang 


NEW YORK OFFICE 


259 West 14th Street 
New York 11, New York 


HOME OFFICE 


309 West Jackson Boulevard 
Chicago 6, Illinois 











WOODWARD and FONDILLER, Inc. 
Consulting Actuaries 
Insurance Accountants 


200 West 57th Street 417 South Hill Street 
New York 19, N. Y. Los Angeles 13, Calif. 
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The Pioneer Organization 


COATS & 


BURCHARD 


COMPANY 
Chicago 


APPRAISERS 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenue 
Chicago 40, Iilinois 











For your convenience... 


The reply card on page 55 of this 
issue can be used to obtain addi- 
tional information about the items 
which are followed by card numbers 
in both the Products and Services 
and the Contracts and Policies de- 


partments. 
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Marketing: Use Buy Now, Pay 
Later’ Plans to Boost Sales 


By MEL BLACKBURN, CPCU 


@ ARE YOU PRODUCING for a 
market that may no longer exist? 
Many people fail to realize that 
the insurance business is not con- 
trolled in Washington or in the 
sundry State Commissioners’ of- 
fices ... nor is it dictated by the 
various agent and company organ- 
izations. Even the actual insur- 
ance salesman has little control 
over his economic destiny. 

The individual who will have 
greatest influence on insurance is 
the ultimate consumer. Mr. John 
Q. will have final say on the type 
of commodity he wants to buy and, 
in actuality, has a great deal to 
say about the quantity and quality 
of the product. 


The new generation of insur- 
ance consumer has brand new 
viewpoints on spending, saving 
and what to expect of life. Other 
elements have surpassed perform- 
ance and price as sales points. 
Nowadays, people largely take per- 
formance for granted. Price (in 
deep motivational levels) is en- 
tirely subordinated to the fact that 
one can acquire a desirable object 
now instead of deferring posses- 
sion until some remote future 
period. 


@ THE NATION'S second leading 
family pastime is no longer base- 
ball—it’s boating. A trade asso- 
ciation estimate discloses that 37 
million people now take part in 
recreational boating, an increase 


THE NATION’S WORK FORCE 
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of two million in the past year. 
Seventy-one per cent of all boats, 
it is reported, are outboards, num- 
bering some 5,525,000 units. Of 
these 545,000 were bought in 1958. 

The most popular length of out- 
board boats during 1958, as indi- 
cated from industry sales, was 
about 14 feet and 2 inches. The 
average retail price of the boat 
was $620. 

Boat owners—power or sail— 
are deeply aware of their need for 
insurance. They’ll buy it... just 
tell them where. 


@ SEVEN KEYS to good mail- 
manship: 
(1) Use only one page of copy; 
(2) Have your name and trade- 
mark at top of page — in 
color, if possible; 
(3) Headline your first sen- 
tence; 
(4) Use simple language. Don’t 
say: “Weekly Indemnity.” 
Do say: “You’ll be paid ... 
dollars a week for 
weeks.” 
Tie in with local events; 
Sell specific insurance to 
cover specific problems; 
Tell ’em how they can get it. 


@ “IF THEY HAVE the brains, 
will you have the money” is the 
question to ask parents of today’s 
pre-teensters. College tuition rates 
can be expected to double and in 
some cases triple in the next ten 
years, according to a study by the 
Ford Foundation. 

To enable families to finance 
higher education it is recom- 
mended that far more ambitious 
prepayment and insurance pro- 
grams be developed while children 
are still in their infancy. 


@ COMPETITION - PROOF your 
accounts. 

The more multiple-line reasons 
you have for rendering service to 
a client, the more opportunity he 
has to evaluate the worth of your 
service. If you make a creditable 
showing in your client’s behalf, he 
will not be induced to switch his 
business on the “insurance-is-in- 
surance-so-why-pay-more” argu- 
ment. 
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25 Years 


of outstanding personal service to insurance companies. 


SOSSVOSSSOF 


A. E. STRUDWICK CoO. 


REINSURANCE BROKERS 


810 Baker Building Exclusively 208 South LaSalle Street 
Minneapolis 2, Minnesota Chicago 4, Illinois 
FEderal 9-5847 CEntral 6-9141 
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You'll enjoy “THE TWENTIETH CENTURY,” & 


your 
corporate 
associate 
can be 
your 
downfall 


ee 


“Send for a copy of this free folder” 


That’s the title of an interesting and important booklet that was designed especially 
to help you sell Business Insurance. It is a clearly written and cleverly illustrated 
picture story with special emphasis on the need for insuring corporate associates. 
This Prudential booklet, “youR CORPORATE ASSOCIATE CAN BE YOUR DOWNFALL,” 
has already been tested and proven valuable to brokers in selling Business Insurance. 


For your free copy of this informative sales aid, send the coupon below. 





TO: BROKERAGE SERVICE. THE PRUDENTIAL, NEWARK 1, N. J (SP-73) 


(0 Please send me a free copy of “Your Corporate Associate Can 
Be Your Downfall” 


(C0 I would like more information about Prudential’s Brokerage 
Services and how they can help me increase sales 


J) (i 


ADDRESS___ = = THE PRUDENTIAL 
INSURANCE COMPANY 
CITY & STATI = : . / OF AMERICA 


INSURANCE LY TIES CKNE NC NT T TION aR FP NSURANCE - GROUP PEN 





Daily Reports 
Continued from page 31 


to September 1956, while senior 
citizen insurance protection rose 
by 56 per cent. 

In rural areas, the farmer is 
rapidly catching up to the city 
dweller in money spent to protect 
his health. In 1941, farm families 
spent an average of $15 a person 
for medical care, less than half 
the $32 spent for members of ur- 


ban families. By 1955, the indi- 
vidual spending level for farmers 
was $63, or nearly 80 per cent of 
the estimated $81 laid out by city 
folk. 


And In The Future 


February 13-14—Law-Medicine Institute, 
Western Reserve University, Cleveland, 
Ohio. 

February 16-18—Group Insurance Forum, 

_ Health Insurance Association, Biltmore 
Hotel, New York. 

February 26-28—Board and committee 
meeting, Insurance Accounting and Sta- 
tistical Association, Hotel Sherman, Chi- 
cago. 


March 10—Annual Insurance Day, auspices 
Insurance Club of Pittsburgh, Penn Shera- 
ton Hotel, Pittsburgh, Pa. 

March 15-19—Mid-year meeting, 
Minneapolis, Minn. 

March 23-25—Workshop meeting, National 
Association of Independent Insurers, 
Shamrock Hilton Hotel, Houston, Texas. 

March 26-28—Life insurance conference, 
University of Florida, Gainesville, Fla. 

April !-4—Zone II meeting, National Asso- 
ciation of Insurance Commissioners, 
Greenbrier Hotel, White Sulphur Springs, 
W. Va. 

April 2-3—Eastern Round Table, LAA, 
Barbizon Plaza Hotel, New York. 

April 13-15—Life Office Automation Forum, 
auspices Life Office Management Asso- 
ciation, Drake Hotel, Chicago. 
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Finance Company Outlines Insurance Operations 


December 23—Walter E. Burtelow, 

president of General Contract 
Finance Corporation, St. Louis, 
Mo., described for a New York 
group recently his organization’s 
interest in both finance and insur- 
ance companies. 

General Contract Finance, he 
said, is the spin-off from General 
Bancshares Corporation by virtue 
of the Bank Holding Company Act 
of 1956. “We now have a _ bank 
holding company known as General 
Bancshares Corporation that owns 
eight banks. We also have a hold- 
ing company, namely General Con- 
tract Finance Corporation, that 
owns all of the non-banking com- 
panies that were formerly sub- 
sidiaries of General Bancshares 
Corporation.” 

General Contract Finance, he re- 
ported, will own 99.9 per cent of 
Securities Investment Company. 
This company represents a_ net 
worth of roundly $9,000,000 or 
about 2/3 of our parent company’s 
net worth. In 1952 this company 
was acquired through an exchange 
of stock and its net worth was 
$3,500,000. It commenced business 
in 1917—forty-one years ago. Its 
original function was re-discount- 
ing automobile paper from other 
finance companies. In later years, 
it developed its own automobile 
paper. Its resources in 1952 
amounted to $19,000,000 and its 
earnings that year were $152,000. 
Its present resources are roundly 
$73,000,000. Its estimated earn- 
ings for 1958 are $660,000, after 
preferred dividends. 

Securities Investment Company 
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owns 100 per cent of the Mercury 
Life Insurance Company which be- 
came operative January 2, 1959. 
This company. provides credit life 
insurance protection for individuals 
purchasing any kind of merchan- 
dise on the installment plan or 
making personal loans. 

General Contract Finance owns 
100 per cent of Washington Fire 
and Marine Insurance Company, 
and 50 per cent of both the Mid- 
western Fire and Marine Insur- 
ance Company and the Insurance 
Company of St. Louis. Our history 
in the insurance field is intriguing. 
We were forced into the insurance 
business simply because of the 
shortage of underwriting capacity. 
Other major finance companies ex- 
perienced the same problem. As a 
result, many finance companies 
organized their own _ insurance 
companies in the late thirties and 
early forties. Our first company 
was organized in January, 1940. 


Dwelling Lines 


During the second World War 
period when automobiles were out 
of production, our insurance com- 
panies developed a_ considerable 
amount of insurance business on 
dwellings only. There has been a 
continued growth in premiums 
earned and unearned in this phase 
of their operation. Our insurance 
companies are licensed to do busi- 
ness in forty-five states, and they 
are growing rapidly. Their com- 
bined loss and expense ratio for the 
past five years has averaged 93 per 
cent. We estimate the insurance 
companies earned $500,000 in 1958. 


We will own 100 per cent of 
nine loan companies, most of which 
are operating under the Small Loan 
Act of the respective states in 
which they are located. Many of 
our loan operations are in the same 
or adjoining offices with finance 
branches of Securities Investment 
Company. A major portion of the 
people who came to us originally 
as finance customers have become 
good loan customers in the per- 
sonal loan field. These lending op- 
erations have grown tremendously 
over a ten-year period. Ten years 
ago our outstandings in personal 
loans were $650,000. Our present 
outstandings are in excess of $2,- 
500,000. Approximately 30. per 
cent of these outstandings have 
been developed during the past 
twelve months. Our annual net 
earnings from our loan operations 
ten years ago was $38,000. In 1958 
we estimate that this will reach 
$125,000. 

So General Contract Finance is 
vitally interested both in consumer 
finance in all its phases and in the 
insurance business. “We have al- 
ways been and will continue to be 
very active in the consumer credit 
field in an area which we describe 
momentarily as Mid-America. 
These activities include the finan- 
cing of automobiles, appliances, all 
types of durable goods, home mod- 
ernization, and personal loans. Our 
insurance companies will continue 
to expand the underwriting of all 
types of hazard insurance on 
residential properties and other in- 
surable risks which are _ highly 
profitable.” 
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Reinsurance Market 


Continued from page 39 


ments for those injured in auto- 
mobile accidents. 

The high loss ratios have com- 
pelled the insurers, the reinsurers, 
and the brokers to look for ways 
to reduce the cost of reinsurance 
and to improve its forms. 


New Forms Successful 


The various known plans of re- 
insurance have been examined 
with care to see which one can 
provide the least expensive rein- 
surance compared to a company’s 
present plan. New forms of rein- 
surance are being put into opera- 
tion with success. 

There has been some develop- 
ment toward putting the various 
classes of business under one 
overall reinsurance contract. 
Such a contract can cover fire, 
casualty, automobile, ocean and 
inland marine risks. In general, 
the classes are written on a de- 
ductible basis with a maximum 
liability on the part of the rein- 
surer for any loss in any one 
event. The rate is determined 
either by negotiation or by a 
rating plan governed by past ex- 
perience. 


Deductibles Up 


The large increase in direct 
premium writings has led to an 
increase in the deductibles in ex- 
cess of loss reinsurance contracts. 
It is doubtful, however, whether 
the raising of the deductibles has 
kept step with the increase in the 
capital and surplus of the com- 
panies. 

Ways have been sought to sim- 
plify the surplus treaty system 
for fire. One simplification has 
been the use of the percentage 
method. Instead of allocating a 
number of lines on each risk to 
the treaty, a line sheet is drawn 
up providing for the allocation of 
a definite percentage of the en- 
tire risk depending upon its 
classification and the amount in- 
sured. The use of percentage re- 
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insurance means one punch of 
ecard and the other calculations 
are then done by the machines. 
Electronic machines are playing 
an important part in the reduc- 
tion of expenses. 


Bordereaux Discontinued 


Bordereaux are no longer fur- 
nished. This involves a discon- 
tinuance in most cases of loss 
bordereaux as well. Instead, 
monthly accounts are rendered to 
the reinsurer which show only the 
premiums ceded to the reinsurer, 
the commission due the ceding 
company, and the total of the re- 
insurer’s share of losses for the 
month. 

Some companies have changed 
from a surplus treaty over to a 
quota share method in the antici- 
pation of saving in expense of 
office work. To protect the ceding 
companies from a loss la_ger thar 
it would ordinarily have under a 
surplus treaty, the ceding com- 
pany takes an excess of loss cover 
for single risks of, let us say, 
$50,000 in excess of $15,000 in ad- 
dition to its quota share treaty. 
There is some saving of expense, 
but such a change results in an 
abandonment of reinsurance un- 
der writing by the ceding com- 
pany. Under a surplus method, 
ceding company decides how 
much it will keep in each risk and 
how much it will cede to the sur- 
plus treaties. The surplus treaty 
method results in a better selec- 
tion for the ceding company. A 
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"We've got to revise our mortality table. 


All our directors have outlived it already.” 


large risk can be, more easily and 
more wisely, spread over several 
surplus treaties. 

There is an increasing use of 
the spread loss cover, so called be- 
cause it is an excess of loss cover 
with the rate determined by the 
average of losses to the cover 
during the preceding five or three 
years. It has not yet replaced the 
surplus treaty method in the fire 
business but is gaining adherents. 
The spread loss cover is especial- 
ly useful when a company has a 
premium volume of a least several 
million dollars and writes dwell- 
ing and mercantile classes of 
business. More companies would 
like to adopt it if they had suffi- 
cient capital and surplus. Its use 
results in a simplification of work 
in the departments 
and a reduction in cost of rein- 
surance operation. 
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Stop Loss Covers 


One of the best and simplest 
forms of reinsurance, the stop 
has not gained wide 
acceptance in the United States. 
It is a simple and good cover in 
that it protects the ceding com- 
pany if its loss ratio exceeds a 
figure which the ceding company 
determines that it can afford. The 
reinsurer will pay losses over 55 
per cent or 60 per cent up to a 
maximum of, let us say, 75 per 
cent or 80 per cent. 


loss cover, 


Until recently, the reinsurers in 
the United States of North Amer- 
ica have, with a few exceptions, 
confined their activities to rein- 
surance of business within the 
United States. A combination of 
the desire for more business and 
of the present adverse results in 
the United States has made them 
look to other countries for addi- 
tional reinsurance premiums. 


Hemisphere Business Grows 


In 1949, approximately $2 mil- 
lion was ceded to the United 
States reinsurers from the Latin 
American countries. This figure 
increased to $8.3 million in 1957. 
In like manner, the amount ceded 
to Latin America has increased 
from $700,000 in 1949 to $3 mil- 
lion in 1957. 





Life Insurance Assets Around the World 


IFE insurance ranges from 2 
per cent to 50 per cent as large 
as the banking system in various 
countries around the world. The 
Review from London, England, pub- 
lishes these comments on an Inter- 
national Monetary Fund survey. 
“In some countries insurance 
companies constitute the second 
largest part of the financial system 
and the second largest source of 
data on intersector finance. In the 
United States, Canada, the United 
Kingdom, New Zealand, the Union 
of South Africa, the Netherlands 
and Sweden the assets of the life 
insurance companies are from 25 
per cent to 50 per cent as large 
as those of the money and banking 
system. In these countries infor- 
mation of the sector distribution 
of life insurance assets can add 
appreciably to the information pro- 
vided by money and banking sta- 
tistics. 
“In Denmark, Norway, and 


Switzerland the assets of life in- 
surance companies are from 15 
per cent to 20 per cent as large as 
those of the money and banking 
system. In other of the 19 coun- 
tries included in the I.M.F. survey 
life insurance assets are small. 
Among the Latin-American coun- 
tries, life insurance assets are 
from 2 per cent to 7 per cent as 
large as those of the money and 
banking system. 


Investment Policies 


“The I.M.F. survey includes data 
on life insurance in force, policy 
reserves, premium income, invest- 
ment income, payments to policy- 
holders and classified assets of life 
insurance companies for the years 
1948 to 1956 as compared with 
1937. The survey shows the very 
wide differences in the investment 
policy of the companies in the dif- 
ferent countries. While for ex- 
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ample in Germany 9 per cent of the 
total assets are in real estates, the 
ratio in Britain is only 2 per cent; 
claims on the private sector amount 
to 81 per cent in the U.S.A., 69 per 
cent in Britain, 41 per cent in 
Germany, and only 4 per cent in 
Japan. 

“The survey was made from the 
angle of monetary analysis and not 
of that of insurance economy. 
Nevertheless it throws light on 
some financial aspects of life in- 
surance which is of interest to life 
insurance companies also. 

“Below a table of the survey 
shows life insurance assets as a 
percentage of the assets of the 
monetary system. 


Life Insurance Assets 
(As a percentage of the Assets of the 
Monetary System) 


1937 or 1955 or 
1938 1948 1950 1952 1954 1956 

United States. 50 34 37 388 41 
Canada a as oe 49 
United 

Kingdom ... 58 3 42 46 49 
New Zealand.. 2 21 23 24 
Union of South 

Africa 
Belgium ‘ 
Denmark ..... 2 
Germany 
Netherlands .. .. 
Norway 
Portugal 
Sweden 
Switzerland 
India 
NE adie s see vas 
Brazil 
Chile 
Ecuador 
Guatemala 
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“The table shows on the one 
hand the growing importance of 
life insurance assets in the mone- 
tary system and on the other hand 
the wide differences of the relative 
magnitude of these assets within 
the monetary system of.the various 
countries surveyed. In the United 
States, for example, the ratio of 
life insurance assets in the mone- 
tary system increased from 34 per 
cent in 1948 to 44 per cent in 1956, 
in Great Britain from 37 per cent 
to 49 per cent, in Sweden from 21 
per cent to 26 per cent, but in all 
of these countries it is still below 
the pre-war ratio. 

“In Germany where life insur- 
ance had to be reconstructed after 
the currency reform and to be built 
up anew, the ratio of life insurance 
assets of the monetary system is 
still only 7 per cent, while in 
Switzerland they are growing in 
step with those of the other sectors 
of the monetary systetn and con- 
sequently the ratio remains con- 
stant.” 
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New England: Debugging 
The Homeowners Policies 


The property casualty business 
has removed most of the bugs 
from the Comprehensive-Homeown- 
ers policies. So now there is suffi- 
cient uniformity to eliminate what- 
ever marketing confusion and sales 
resistance may still exist. 


New Design, New Price 


The package has been re-de- 
signed and re-priced with the $12,- 
000 to $20,000 homeowner in 
mind. 

This is the year to go all out 
for Dwelling Package business. 
Get your share in ’59, so that you 
have a good base to build for years 
ahead. 


An Underwriter's Carol 


Happy — belated — holidays to 
you and yours... 

Contrasted with the distress of 
people in some parts of the world, 
there is great joy this season in 
most U. S. and Canadian commu- 
nities. Much of this joy is cen- 
tered in the ownership of tangible 
things. This is something of a 
tribute to the insurance function. 
An insurance producer has _it 
within his power to make that 
joy long lasting. 

Make the insurance _ policy 
(whatever the line) meaningful in 
everyday terms of family protec- 
tion and income security. Thus you 
assure that the loss of those ma- 
terial things cannot destroy the 
family’s economic security as well. 


Short Definitions 


Regardless of legal definitions, 
property insurance protects things. 
Casualty insurance protects the 
money to buy things. Life and 
accident insurance protects the 
man who makes the money to buy 
things. 

May your 1959 be joyous in the 
richly rewarding experience of 
thus serving mankind. 
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Automobile 


The automobile picture needs a 
new frame. 

There are many ways the so- 
called ‘“‘uninsurable”’ driver can 
secure insurance protection. This 
makes an underwriter look like 
the man who tries to keep his floor 
dry under roof leaks by catching 
water in a bucket full of holes. 
Wonder what might happen if he 
went up and patched the roof? 

Ninety per cent of all automo- 
bile accidents are attributable to 
human factors. Let’s approach the 
problem on that basis. This re- 
quires a stern motor vehicle ad- 
ministration, backed by the gov- 
ernor, as in Connecticut. 

In most other states, on the con- 
trary, we treat the consistent scoff- 
law as more of a nuisance than a 
problem. 

We take away his policy and he 
puts his car in his aunt’s sister’s 
name. We take away his car and 
he borrows one from a pal. We 
pick up his pal’s policy and he 
rents a car. We still seem to in- 
sure him. 

Alert police, license suspension, 
stiff fines, and jail sentences seem 
to be more ecectual than slaps on 
the wrist and writing safety 


essays. 


Fire Safety 


Why should fire loss ratios climh 
when we know the causes? 
Strengthening and enforcing build- 
ing codes is just as important to 
the industry as strengthening and 
enforcing traffic laws. 

Only excuse for not eliminating 
or controlling fire hazards is the 
cost of such improvement. So, we 
stand by and pay losses which cost 
more than the improvements. 

How much did that Chicago 
school fire cost? In lives? Makes 
the “cost” of a couple of smoke- 
proof escape towers look insig- 
nificant, doesn’t it? 








Under- 
insurance 
threatens 
your 
future 


Recent data on fire losses re- 
veal that a surprisingly large proportion of 
property owners didn’t carry enough in- 
surance. 

Not only does this mean that much 
needed insurance isn’t being written, but 
that a loss suffered by an under-insured 
client may well cost you future business. 


What to do? Let an unbiased third party 
determine the valuation of your client’s as- 
sets in order to secure proper insurance 
protection. 

For 63 years The American Appraisal 
Company has been providing the basis for 
sound insurance programs—through care- 
ful, complete and objective appraisals, sup- 
ported by facts that will stand investigation. 

American Appraisal reports for your 
clients are good protection for you. 
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A Message to Insurance Agents or Agencies Con- 
trolling Busi Of instal +c Credit 
institutions. For a permanent insurance market 
and maximum commissions on credit life, accident 
and health and physical damage (comprehensive, 
fire, theft and collision) get full details of the 
Resolute Insurance Companies’ Pian. Learn how 
the complete facilities of these companies, spe- 
cifically organized to write the specialized physi- 





| cal damage and credit life, accident and health 


insurance emanating from consumer credit in- 
stitutions, can help you. Write today to E. K. 
Scribner, President, Resolute Insurance Compan- 
jes, Resolute Building, Hartford 2, Connecticut. 
Resolute Insurance Company 
Resolute Credit Life Insurance Company 





These Names Make News 


Continued from page 10 


Daniel B. Linscott, formerly as- 
sistant deputy manager — cas- 
ualty underwriting, has been 
appointed deputy manager of 
the corporation for the Em- 
ployers’ Group. 

James R. Maloy, formerly direc- 
tor of sales, is vice president in 


charge of agency development 
for Franklin Life, Springfield, 
Ill. 

Clyde Cecil, former manager of 
the Colorado Farm Bureau, is 
assistant secretary of the Na- 
tional Association of Indepen- 
dent Insurers. He heads the 
newly formed traffic safety de- 
partment. 

Robert C. Bock has been appointed 
executive secretary for the In- 
dependent Insurance Agents As- 
sociation of Maryland. He had 


“Insuring Insurability” 


“Insurability Insurance” 


“Guaranteed Purchase Option” 


No matter what name you give to this exciting new coverage, 
we at Bankers Life Company are proud to have introduced 
it. We are equally proud of comments in the insurance trade 
press like: ““We believe Bankers Life has started one of the 
most important merchandising trends in the life insurance 
business... ” 

We appreciate also comments in publications out- 
side our industry like: “. . . it takes courage to initiate an 
insurance venture of this kind” in an advertising publication, 
or a major metropolitan newspaper commenting in an 
editorial on this new insurance idea: “Bankers Life has 
long been known as a progressive, pattern-setting firm in 
the insurance business.” 


Yes, alertness to changing times and needs has 
marked Bankers Life as “The Company That Fits The Need” 
as we have pioneered other coverages like the “Wife Pro- 
tection” rider . . . Group Permanent Life . . . Widow’s Pen- 
sions . .. and Deductible H&S Plans. Do you wonder that 
Bankerslifemen are proud of the Company they represent? 


BANKERS COMPANY 


DES MOINES, |OWA 


been a special agent for The 
Fund Insurance Group. 

Carter G. Elliott is now assistant 
executive secretary of the Cali- 
fornia Association of Insurance 
Agents. He had previously been 
associate editor of ‘“Under- 
writers’ Report.” 


A. Lawrence Peirson, 
Jr., formerly execu- 
tive vice president, 
has been elected 
president of the 
Massachusetts Bond- 
ing and Insurance, 
and of Massachu- 
setts Bay, a sub- 
sidiary company. 


John Z. Herschede succeeds How- 
ard J. Burridge as president of 
National Underwriter. Bur- 
ridge has retired after 45 years 
of service. 

Max W. Fine, formerly a UN 
press officer, is on the editorial 
staff of the Health Insurance 
Institute. 

Fred Livermore has been made 
resident vice president for 
Southern California by Union 
Trust Life, Duluth, Minn. 

Leon Anish is vice president in 
charge of underwriting for Pub- 
lic Service Mutual, New York. 
He was previously chief under- 
writer. Donald Theodore is 
supervisor of fire underwriting. 

Luther G. Thompson is chief 
agency officer for Western Life, 
Helena, Mont. Loane Randall is 
sales vice president for the 
company’s western region. 

John C. Sevey has become invest- 
ment secretary for Massachu- 
setts Mutual Life. Douglass N. 
Ellis, CLU, and Frank L. Meeske 
are directors of agencies. Both 
have been superintendents of 
agencies. 

Hans Jergen Hagge, who pioneered 
in workmen’s compensation in- 
surance since 1911, died in 
Wausau, Wis., on January 6. He 
was board chairman of Em- 
ployers Mutuals. 

D. M. Mills and J. R. Gray have 
been promoted from associates 
to actuaries of Canada Life, 
Toronto. 

J. Douglas Gibson, general man- 
ager of the Bank of Nova Sco- 
tia, has been elected to the 
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board of Imperial Life of Can- 
ada. 

Kenneth R. Willis, CLU, is direc- 
tor of life sales for Time Insur- 
ance, Milwaukee. He was for- 
merly an underwriter and 
director of the special risk 
division for the company. 

Preston C. Bassett and Richard 
L. Yake were elected vice pres- 
idents of Towers, Perrin, For- 
ster & Crosby, consultants for 
employee benefit plans. 

Kenneth R. Campbell, George B. 
Carlson, John L. Glenn, Charies 
C. Hewitt, Jr., and Edward H. 
Kruse, Jr., are new partners in 
the firm of Bowles, Andrews & 
Towne, employee benefit con- 
sultants. 

Edward L. Hoppensteadt, for- 
merly systems development 
manager, has been promoted to 
methods and systems director 
of Allstate. 

William Hopkins, vice president 
of the Colorado Insurance Group 
since 1953, is promoted to first 
vice president. 

Dr. Frederick R. Brown, Sr., has 
been appointed medical direc- 
tor for Great Eastern Life, 
Providence, R. I. 

John H. Moe, Sr., formerly sales 
manager with Professional Bus- 
iness Men’s Life, is director of 
agencies for Federated Secur- 
ity, Salt Lake City. 

Charles T. Rogerson, secretary of 
Life of Virginia, died suddenly 
at his home December 8. 

Dorothy G. McKay of the under- 
writing department has been 
elected registrar of Bankers Na- 
tional Life, Montclair, N. J. 

Horace Russel Smith, CLU, as- 
sistant agency vice president of 
Connecticut Mutual Life, has 
been elected president of the 
National Society of Sales Train- 
ing Executives. 

Clarke Williams, of the home office 
sales staff, has been appointed 
director of recruiting for Mu- 
tual of New York. George A. 
Norwood is director of field 
training. 

Harold E. St. Clair, CLU, has been 
appointed assistant secretary in 
the reinsurance department of 
Lincoln National Life, Fort 
Wayne. He was previously edi- 
tor of Diamond Life Bulletins. 
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Strudwick, A. E. 

Grubb-Cleland 
Sun Insurance Ofc. 

Bruce Angus 


T 


Travelers Insurance 


Union Central 
Union Labor . 


Ww 
Woodward & Fondiller 
Woodward, Ryan, Sharp & Davis 





That’s the reason you 
require the best material 
available to make sales fast 
—with ease. National Cas- 
ualty’s sales aids fill the bill. 
National’s representatives 
use the most modern 
methods in offering the 


SELLING FOR KEEPS? SURE YOU ARE! 


Establish and build 
your own Direct Agen- 
cy —highly attractive 
agency appointments 
in select territories 
now available. Write 
today for full particu- 
lars — Address: Acci- 
dent & Health Div., 


finest in Disability Income, 
Hospital and Surgical 
coverages for the Individual, 
Family, Franchise or 

True Group case. 


National Casualty 
Company, Detroit 26, 
Michigan. 


REMEMBER—IT'S 
EASIEST TO SELL 
THE BEST! 


Guaranteed Renewable Policies 
Available! 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 








THE SPECTATOR 





Letters... 
we get letters 


... about our 


co-op advertising program 


A good many of our agencies and individual 
agents make use of the opportunity we 
offer to advertise locally in cooperation with 
the company. 

The company, through its General Agents, 
reimburses full time agents for 50°7, of the 
costs for approved space and air time. 
Recognizing that advertising on the com- 
munity level is often especially helpful to the 
new agent, we impose no limitation for 
length of service, requiring only the General 
Agent’s approval. 

We supply newspaper mats, plus radio 
commercials and ad ideas for general field 
use. And we'll also help prepare copy and 
layout to answer individual requests. 

Complete information about our Co-op 
Advertising and sample ads are provided 
for all agents in our Cooperative Advertising 
Guide Book and its extensive Supplement. In 
addition, we issue cooperative advertising 
bulletins from time to time to supply the 
field force with a continuing source of fresh 


advertising materials. 


"Do you provide radio 


commercials?" 


"I've had a lot of goog 


com 
ments on those Special ads 


helped me with." 


"How soon can a newcomer to 


New England Life get in on 


this Co-op Advertising?" 


NEW ENGLAND 
SMuilul LF EL oer 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA #835 
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The industry’s broadest 
plan is your best ‘business getter’ 


New business begins with satisfied policyholders. And INA’s new premium plan* 
satisfies plenty —it takes the ‘pain’ out of the peaks. You can offer low, easy instal- 
ments. This lifts you above the trouble and expense of billing. It frees you, gives 
you precious time to interest policyholders in the complete package they can now 
budget comfortably. And here is your big door-opener to new accounts—just in the 
nick of time for ‘the agent with a future.’ Could you ask for a better opportunity? 

We’re telling your policyholders in ads in Life, Post, Reader's Digest and on TV 


* Sorry—not yet in 
r Virginia 
(Service mark application pending) 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America Indemnity Insurance Company of North America Life Insurance Company of North America . Philadelphia 














